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An officer of one 
of the leading Chi- 
cago trust companies 
wrote the Editor of 
TELEPHONY a letter 
recently in the course of which he said: 

“We have followed with considerable 
interest some of your articles appearing in 
TELEPHONY and are particularly interested 
in the one entitled ‘There Are No Specula- 
tive Profits in the Telephone Business,’ 
which appeared in the issue of October 29. 

“Although I am inclined to think that 
is putting it a little strong, nevertheless 
there is so much truth in the article that 
it is a very healthy one to disseminate, it 
seems to me, not only among people in 
the telephone industry, but also among in- 
vestment houses in general, especially those 
interested in telephone financing. This un- 
doubtedly has been accomplished, as the 
houses which are interested in telephone 
financing are unquestionably on your sub- 
scription list. 

“I want to tell you that those of us who 
are interested in sound Independent tele- 
phone financing more than appreciate the 
evident intention on the part of TELEPHONY 
to hold the lid down on some of the pro- 
motion work which is going on in the in- 
dustry today and which may react very 
unfavorably against it at some later time.” 

. es & D 

Maybe our banker correspondent is par- 
tially right in the statement that it was 
“putting it a little strong” to say there 
are no speculative profits in the telephone 
business. There speculative 
Profits made in connection with telephone 


have been 


financing, and they were of very tidy pro- 


CONCERNING TELEPHONE FINANCING; 
A WORD ABOUT SERVICE 


portions, too. Telephone properties have 
changed hands at figures based on gener- 
ous appraisals, and the parties selling out 
probably cashed in what might be con- 
sidered “speculative profits.” 

However, the parties who bought in and 
paid the high price, and who are to carry 
on the operation of the plant, will find it 
hard to get their speculative profit. Under 
regulation laws, state commissions inquire 
closely as to purchase prices paid and are 
unwilling to grant service rates that will 
earn a return on prices that seem in- 
flated. 

* x + 7 

Practical telephone men, whose business 

is to give the public telephone service, 


know this to be true. They are satisfied 


. to get an adequate return for efficient, 


honest work and on a fair investment. They 
know there are no speculative profits for 
those who stay in the business and devote 
their efforts exclusively to giving telephone 
service. 

They do _ not 


that come sometimes from speculation, but 


expect the big gains 
also they know their business is not sub- 
ject to the depressions and losses that go 
with less stable businesses. 

Most sensible men prefer the security 
that means slower, but surer, growth to 
the risk that occasionally rewards with 
abnormal profits, and the records of the 
majority of business successes show that 


they take the same view. 


More partners in 
public service com- 
panies and fewer 
creditors has been 
the trend of utility 
For the 


first eight months public utility statistics 


financing during the year 1927. 


show that the outstanding characteristics 
have been increased stock sales and de- 
creased bond issues by service companies 
New stock issued represented 40 per cent 
of the new capital obligations. 

“This trend is one of the most striking 
features of corporation financing,” says 
Paul A. Ryan, statistician of the American 
Gas Association. “It is distinctly encour- 
aging, as it indicates the maintenance and 
upbuilding of a sound, conservative and 
well-proportioned financial structure for 
the utility industry. 

“The change from large bonded indebt- 
edness to increased stock issues reflects the 
confidence of investors and customers in 
public utility securities, and the desire of 
the managements to secure the necessary 
new capital in the shape of owner’s equity 
rather than in creditor obligations as repre- 
sented by bond purchases.” 


* * * * 


The statistical records show that the vol- 
ume of new capital obtained by long-term 
bonds amounted to $708,819,600 for the 
first eight months of this year. The volume 
secured through short-term bonds and notes 
amounted to $46,075,000, and that through 
capital stock comprised $478,958,286. 

The total public utility financing, includ- 
ing both new and refunding capital, totaled 
$1,704,604,286, an increase of 15 per cent 
over the first eight months of 1926. Public 
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utility securities constituted more than 26 
per cent of the total financing in the 
United States. 
x * *k * 
The idea of service has been emphasized 
so much in recent years that we often see 


references made to “that much abused 


,”° 


word ‘service. Usually the phrase is 
employed as a sort of apology for the use 
of a word that some think may have be- 
come common and threadbare, yet all will 
agree that the world can never have too 
much real service. 

The important things of life are usually 
common. They must be common—that is, 
plentiful—if the natural course of events 
is to continue. The tangible necessities of 
life—air, water, food—are common, every- 
day things. So are the intangible necessi- 
ties like law, friendship, honesty and many 
30th 
classes might be defined as the imponder- 


should be 


others too numerous to mention. 


ables, in which “service” 
included. 


ee @ ss 


TELEPHONY has received a letter from 


the publicity manager of one of its adver- 
tisers, in which he mentions “service,” and 
makes a forceful comment on this much- 
discussed topic. 

“To word service,” 


define the says 
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COMING CONVENTIONS. 


South Dakota Telephone Association, 
Huron, Marvin Hughitt Hotel, January 
10, 11 and 12. 


Arkansas Telephone Association, Lit- 
tle Rock, Hotel Marion, January 16 
and 17. : 


Nebraska Telephone Association. 
Kearney, Ft. Kearney Hotel, January 
17, 18 and 19. 


North Dakota Telephone Association, 
March 6, 7 and 8. 








H. W. Koenig, the writer, “I would say 
that nothing is insignificant or unimpor- 
tant which contributes, even in a smai! 
the cus- 


Cegree, to the satisfaction of 


tomer.” 

Practice of that idea would mean service 
as near perfect as this faulty old world is 
fact, 


capable of producing; in “angels 


could do no more.” If the people a com- 
pany does business with were always sure 
of that sort of treatment, there wouldn't 
be much dissatisfaction with the service, 
whether it was telephone or other utility 
service, selling goods, building a house or 


anything else. 


Vol. 93. No. ya 
The individual or company that honestly 
does the best it can to please the customer 
won’t have much trouble, for ordinarily 
sincerity of effort produces the goods and 
wins the approval of the other fellow 
* * * * 

Telephone companies desiring to increase 
their revenue would do well to pay more 
attention to selling extension sets to their 
subscribers. State telephone associations 
are telling the member companies that ex- 
tension telephones entail comparatively lit 
tle increase in plant investment, and _in- 
volve practically no additional operating 
expense, but that the revenue they bring in 
would be welcome to most companies. 

Whether the exchange be large or small, 
an energetic sales campaign would result 
in the placing of extension sets in many 
business establishments. 


residences and 


Extension telephones would save many 
steps in both homes and business offices. 
With Christmas only three weeks away, 
telephone managers have the opportunity 
to suggest the idea of extension sets as 
holiday presents for housewives who would 
find it convenient to have a telephone on 
both floors. Besides, the suggestion would 
be a help to many a husband who does not 
know what sort of a Christmas present to 


buy for “the wife.” There’s nothing better 


Points on Acquiring New Business 


As Necessary to Sell Telephone Service as Any Other Commodity—Different 
Service Needed for the Two Kinds of Prospects—Use of the ‘‘Commercial Sur- 
vey’’ —Address Made at the National Telephone Association Convention 


By J. W. Baker, 


Assistant to the General Manager, The Interstate Utilities Co., Spokane, Wash. 


In the days of competition in the tele- 
phone industry, every telephone company 
knew what “new business’ was—it was 
business secured by going out after it. In 
the days of competition, employes of our 
company carted switchboards into ex- 
changes disguised in piano boxes. That 
was going out after new business. 

Today, new business should mean the 
same thing. But to many it only means 
that which comes over the counter or that 
which is telephoned in from the neighbor’s 
house. Some telephone companies are 
content to lie supinely on their backs in 
the glow of a warm prosperity and let the 
sun of necessity, or of chance, cause tele- 
phones or long distance calls or telegraph 
business to sprout in the field of its ac- 
tivities. Other telephone companies go 
out and till the fields, planting with care 
and reaping a harvest not known to those 
who “sit and wait.” 


It may appear strange to the layman 
that a telephone company should go out 
seeking business. The idea seems to be 
prevalent that telephone service is a neces- 
sity to individuals and business concerns 
and that there is no need to sell it as 
there is a lack of competition in this par- 
ticular field. 

In almost every business, the extent of 
the market depends upon the aggressive- 
ness of the seller. It is ordinarily neces- 
sary for the seller to seek the buyer. The 
telephone business is no exception to the 
general rule. It is true that telephone and 
telegraph seryice, to a certain extent, are 
necessities. There are customers of every 
telephone service who couldn’t very well 
do without telephone service. These peo- 
ple have telephones. There are perhaps 
enough of these “necessity customers” to 
keep a telephone company existing. But 
the further growth and development of 


any telephone 
selling. 

I believe that the definition of selling, 
given as “the ability to persuade people to 
buy what they already need,” fits well a 
telephone company’s selling activity. 

Everyone who “has to have” an automo- 
bile, has one. Everyone who “has to have” 
an adding machine, has one. Everyone 
who “has to have” an insurance policy, 
has one. But every day hundreds of au- 
tomobiles, adding machines and insurance 
policies are sold to “people who need 
them.” And the selling effort behind these 
goods and services tends to waken latent 
demand, to increase the desire to purchase 
and to make the customer realize the need 
for the thing offered. 

Everyone needs telephone and telegraph 
service. Therefore, the extent of the mar- 
ket for telephone companies is limited only 
by the number of social, business and in- 


company depends upon 
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dustrial units in the territory in which they 
operate. 

Johnnie may not “want” a bath, but he 
may “need” one. 

There are two lists of prospects for 
telephone service—those who have service 


and those who. have no service. Those 
who. have telephone: service probably need 
additional. service. Those who have no 
service surely need some service. 

Then the only thing necessary is to 
carry on a new business campaign among 
those who have telephone service and those 
who haven't. And how can this drive for 
business best be conducted? 

In the first instance, personal selling is 
necessary. Advertising may reach millions 
but not go so far as to make a single in- 
dividual make a purchase. Good advertis- 
ing helps make sales. It is useful to 
create a favorable background for per- 
sonal selling, rather than to consummate 
the sale without the aid of a salesman. 

The first step in a drive for new busi- 
ness is to find the prospects and determine 
their needs for telephone service. I be- 
lieve the best way in which this can be 
accomplished is by the use of a develop- 
ment study, or a “Commercial survey,” 
as we have chosen to term it. 

By the commercial survey I mean the 
making of a personal call on every sub- 
scriber and every non-subscriber in the 
territory in which the company operates 
—not calling on them simply to inquire if 
they want service or if they want addi- 
tional service, but to call on them to study 
their needs for service and to gather in- 
formation for use in future sales efforts. 

Let me inject this thought here. No 
one likes to be sold anything; everyone 
likes to be afforded some special service 
from a concern with which they do busi- 
ness. In making a call, one should not 
go to the subscriber of the prospective 
subscriber with the evident intention of 
selling him anything. 

Let us take the case of one who is 
already a subscriber. In calling on him, 
the commercial manager, first of all, in- 
quires of his service, if it is satisfactory 
in every way. He tests the transmission 
and inspects the instrument, making a rec- 
ord of anything that needs correction. 
From this opening he can easily branch 
into a discussion of long distance by in- 
quiring about the service on toll calls. 
lf it is brought out that the subscriber 
doesn’t use long distance, the way is paved 
for a “friendly conversation,” briaging out 
the cheapness, the convenience and the 
pleasure of the use of long distance. 

Th commercial manager, seeing that 
the su)scriber has a two-story house, men- 
tions ::e facilities of an extension upstairs, 
in ‘he laundry. He is pointing out to 
the sv.scriber a “need” for certain service 
which already existed but of which the 
‘ubscr ser is not aware until it is called 
to his attention. 

The sesults of this method of gaining 
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new business is not theory. I have seen 
it work in hundreds of instances. In one 
day’s work on the commercial survey, one 
of the commercial managers sold extension 
telephones to four subscribers of whom he 
reported: “It is safe to say that not a 
single one of these people would have 
ordered an extension telephone if left. to 

















“1 Am Firmly Convinced,” Says Mr. Baker, 

“That One of the Best Ways to Produce 

New Business Is to Give Every Employe in 

the Company a Share in What New Busi- 
ness Is Produced.” 


their own initiative and if the need for 
such a convenience had not been pointed 
out to them.” 


The same method is pursued in business 
houses. Maybe the need is for an addi- 
tional trunk line; perhaps it is for an ex- 
tension telephone on the balcony of the 
store to save the employes time, effort and 
expense. Perhaps a sale is not made dur- 
ing the first call. But all the information 
secured is placed on an information card 
which is kept in the commercial office for 
future reference. 

We have many things to sell; telephones, 
extensions, gongs, long distance service, di- 
rectory advertising, telegraph service, and 
supplemental equipment of various natures. 
All these things are discussed with the 
subscriber and a record kept to show what 
the present service is, what the prospective 
service is, and what the actual needs of the 
subscriber are for our goods and services. 

When the commercial survey is com- 
pleted, we have an accurate “prospect list” 
for everything we have to sell. Then, 
when we put on a campaign for extension 
telephones, for example, we know just the 
prospects to go to and do not have to 
“blanket” the territory at a waste of time 
and effort. 

But the direct and immediate results of 
new business secured through the com- 
mercial survey are not to be underesti- 


mated. By this method of securing new 
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business we have found the direct results 
most surprising. We have made-toll users 
by pointing out the cheapness of the serv- 
ice to places they would havea desire to 
call. We have made telegraph users by 
pointing out the convenience and low cost 
of telegrams for business and social. uses. 
We have sold extension telephones, addi- 
tional trunk lines, P. B. X. boards and 
goods and services of every nature. 

Now what have we done? We have 
called upon the subscriber ostensibly for 
his benefit. We have made a personal 
friend of him, and we have come away 
with an order for “new business” or with 
valuable information that is going to be 
the foundation for securing new business 
in the future. 

The legitimate excuse of calling on the 
non-subscriber to assist in determining the 
future plant needs in the exchange can 
easily furnish the “opening wedge” in 
making such a call. Then the same sales 
effort is used as is used on the subscriber 
and the same information secured and re- 
corded. 

Once the commercial salesman is con- 
vinced that the customer has a use or a 
need for what he has to sell, he must not 
quit until he has supplied that need. From 
the records on the information cards, those 
engaged in selling will have at hand ready 
reference for a sales campaign and a “fol- 
low-up” campaign that is sure to prove 
successful if the proper amount of energy 
and application is expended. 

Let me give just an instance of how 
the information secured on the commercial 
survey may be used. For example, we 
want to put on a toll campaign. We pre- 
pare certain literature and set out therein 
the toll charges from a certain exchange 
to other towns and cities throughout the 
United States. 
to every “prospective toll user’ 
the information cards. 


This literature is mailed 
’ named on 
We have ready at 
hand a “prospect list” for such a campaign. 

The information cards are kept up to 
date by correcting them on new business 
or additional business sold. On the in- 
formation card are also listed the kind cf 
service and the kind of instrument. This 
information is then checked against the 
records in the central office. 

It is sometimes found that a subscriber 
is being billed for a wall telephone when, 
in reality, he has a desk set—resulting in 
additional revenue for the company. Or 
it may be he is being overcharged. Cor 
recting this mistake is a great boon to 
public relations. Or it may be determined 
that a subscriber is paying a _ residence 
rate when he should be paying a business 
rate. We also list the correct address and 
the proper listing for the directory. This 
information is later checked against the di- 
rectory—another benefit to the subscriber. 

These information cards are also 
checked over by the plant department so it 
can determine the probable needs of plant 
facilities one, five and ten years hence. 
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The purpose of the survey can also be 
accomplished to a great extent at the time 
a new subscriber comes voluntarily to the 
office to ask for service. The employe 
must be trained not simply to “take the 
order,” he must inquire the nature of the 
business or the type of residence; the num- 
ber of employes and the probable number 
of incoming and outgoing calls. 

It may happen that a man who comes to 
the office to order a two-party service, goes 
out having contracted for a main line and 
an extension. In other words, the employe 
must find out the actual needs of the sub- 
scriber and fill them properly, with care 
being exercised not to over-sell him. Over- 
selling does not profit any company. 

It is to be remembered that in selling 
toll business it must be made as easy as 
possible for the subscriber to place a toll 
call. In an endeavor to do this we issue 
an identification card which gives the 
holder of the card the privilege of calling 
from any telephone of the company and 
charging the call to the number of his 
identification card. 

A bill is then sent him monthly for all 
calls charged to the number of his identi- 
fication card. It is a convenience to the 
telephone user when away from his own 
telephone, and it also is a “paid call” that 
might otherwise be a “collect call” to 
some point outside the territory of the 
company. 

Each month our company sends service 
inquiries to 250 of our subscribers, picked 
at random by the directory clerk. These 
inquiries ask about the telephone and tele- 
graph service, and a report blank is in- 
closed on which the answer may be sent 
in. While this is primarily for public rela- 
tions, it results in much new business. For 
instance, a subscriber complains of too 
many on his line. He is put down as a 
prospect for a main line. 

While the field men, the commercial 
managers, carry on the active selling work, 
it must be remembered that every employe 
should be brought into the selling organi- 
zation. The youngest apprentice operator 
may be a better salesman than the oldest 
commercial manager. For this reason 
every employe must be told what the com- 
pany has to sell; they must be given in- 
formation that will enable them to talk 
intelligently about long distance, exten- 
sions, trunk lines, directory advertising 
and everything the company has to offer 
the public. We carry on frequent con- 
ferences with all the employes for this 
purpose. We get them to “know our prod- 
uct.” Then they are urged to seil it; 
and, further, they are told how to sell it. 

We have found that the best method of 
carrying on selling campaigns is to have 

some certain service stressed particularly 
each month. For example, the month be- 
fore a directory goes to press is the best 
month to sell telephones—so the subscrib- 
er’s name and number will be in the new 





hook. Thus twice a year we carry on a 
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month’s campaign among the employes 
for the sale of new telephones. All our 
advertising for that particular month deals 
with station installations. 

In following out the policy of stressing 
the sale of one particular service each 
month we have window posters which are 
in keeping with the month’s selling activ- 
ity. They are in electrically-illuminated 
frames in the windows of all our central 
offices. A copy of the poster is also run 
on the back cover of “Hello,” our monthly 
publication which. goes to all our custom- 
ers and prospective customers. 

Companies which have securities for 
sale should stress the sale of these securi- 


e CONSTANT: 
TINEL~YOUR, : 


TELEPHONE, 


A Telephone protects your family 
against fire, theft, accident, death. 
No home can afford to be without 
one. 

---And the cost is but a few cents 
a day. 





The Back Cover of the Company’s Monthly 

Publication ‘‘Hello’’ Carries a Copy of a 

Poster Which Is Placed in Frames in the 

Windows of the Company’s Central Offices 

and Which Stresses the Sale of One Par- 
ticular Service. 


ties during the months of July and Janu- 
ary, for in those months interest on bonds 
becomes due, and many securities are 
turned at that time and many people are 
seeking new investments. 

When a crew is at work on the outside 
plant in exchange, the time is very oppor- 
tune for soliciting new stations. People 
are thinking telephones when the crew is 
in evidence. They are already warmed to 
the subject you wish to discuss with them. 

We push inc sale of extensions in De- 
cember. During the winter months the 
man who has to walk over a cold floor 
through a cold house in the middle of the 
night to answer the telephone is a good 
prospect for an extension in his bedroom. 
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We usually have competition betwee: 
the various groups of employes for th: 
sale of the particular service being stresse| 
during each month. Each exchange 
given a certain quota of new stations t 
sell, with appropriate prizes for individ 
uals and exchanges showing the best rx 
sults. The quota is shown by small houses 
pictured on the chart; the stations secured 
by small stickers of telephones. 

These charts are posted prominently 
each exchange. When a new station is s¢ 
cured, the telephone sticker is pasted over 
the house. This campaign went “over the 
top” and created much enthusiasm and 
healthy rivalry. 

One of the things that helped to put 
this campaign over was the slogan in con 
nection with it—“Place a ’phone in every 
home.” It caught the fancy of the em- 
ployes. The campaign went over so big 
that in many of the exchanges we ran out 
of the houses and had to stick some tele 
phones in the back yards. 

I expect that many of you are on the 
mailing list for “Hello,” the monthly pub 
lication put out by The Interstate Utilities 
Co. which is mailed to all our customers. 
This littlhe magazine, which is of 16 
pages, is intended as a medium for the 
company and the customers to become ac- 
quainted and through which the company 
and the customers may speak freely on 
any subject. 

It contains news of the territory in 
which we operate; has a page of humor; 
gives news of the company of interest to 
the customers and has a couple of pages 
each issue devoted to letters from the cus 
tomers either commending or condemning 
our service. These letters are run under 
the caption “Roses and Cactus,” and no 
matter how much the customer may “ride” 
the company or how much he may praise 
it, the letter is printed. 

Also through this publication we put 
across certain things to the public which we 
could not get across in any other way so 
effectively. For instance, the “report 
charge” is explained in fiction; so is the 
“service connection charge,” besides a num- 
ber of other charges and policies of the 
company. 

One feature of “Hello” is a monthly 
contest for the best article submitted in 
regard to some service we sell. For in- 
stance, in the current issue of this maga- 
zine we have a contest on the subject 
“Why I Use Postal Telegrams,” A cash 
prize of $15 is offered the customer who 
writes the best article on that subject. In 
the November issue the winning article 
will be published. 

Again we tie in with our monthly selling 
campaign. November is the month in 
which we push the sale of telegraph busi- 
ness. John Houston reads why Bill Greg- 
ory uses Postal service. Gregory is ‘tell- 
ing him the service is fast; it is convenient 

for business and for pleasure; that the 24 
hour service is a good feature where the 
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vpposition is only open eight hours. Hous- 
ton believes what Gregory tells him about 
Postal service—he believes it quicker than 
he would believe one of our employes 
because he knows Gregory isn’t trying to 
sell him something. 

In “Hello” each month there is printed 
a coupon good for 15 cents on any Postal 
night letter, or on any night long distance 
call. This coupon is a new business get- 
ter—for it helps sell the services which 
are not leading the list in demand. It 
helps sell the things that need pushing. 


Another source of “new business” comes 
from those whom we have labeled “phone 
spongers”—men or women who use their 
neighbors’ telephones instead of having 
one of their own. We have not only 
labeled them “phone spongers” but we 
have branded them publicly as such, al- 
though not by name. 

This campaign carried on by our com- 
pany, which proved most sucessful, was 
outlined fully in an issue of TELEPHONY 
about 18 months ago. Suffice it to say that 
by newspaper advertising and direct mail 
appeal we held these people up to ridicule. 
The result: they become ashamed to bor- 
rew their neighbor’s telephone and order 
one of their own. 

There are dozens of places where pros- 
pects for new business may stare us in the 
face without being recognized. Do our 
employes read the local papers in their ex- 
change to find who has moved into town? 
Do they go at once to the new residents 
and sell them a telephone? Do they read 
the papers to see who is visiting in town? 
Do they send these visitors a nice letter 
welcoming them to town and inviting them 
to make use of long distance and telegraph 
service to “Keep in touch with those at 
home,” pointing out the low cost and con- 
venience of such service? 

No employe of a telephone company is 
in better position to get “leads” on new 
business than an operator. A call comes 
to her for Frank McWilliams. She re- 
ports back, after consulting the informa- 
tion directory, that Frank McWilliams has 
no telephone. But she shouldn’t stop there. 
She should list Frank McWilliams as a 
prospect for a telephone and turn the 
name over to the commercial department. 

Or the operator finds that some party 
should be listed in the directory other than 
he is, or that there is reason for some 
party to have “Extra Name Service” in 
the directory. This information furnishes 
“leads” for selling additional directory 
listines—but they must be reported. 

Acain the operator makes a check of 
the number of “busy” reports from the 
Golden Rule Grocery, which has a delivery 
service. The daily average of “busy” re- 
ports is 15. This information is given to 
the c.mmercial department. Then the pro- 
priet r of the Golden Rule Grocery Co. is 
told *hat every day 15 people try to get 
into his store and find they can’t. Can he 
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be sure they all come back and try again? 
Maybe they can get into the White Front 
Grocery at the first attempt. What's the 
proprietor’s salvation? Another trunk 
line—another door to his place of business. 

We have devised a “service” ticket to 








PRODUCTS OF VISION 


Vision plays an important part in busi- 
ness success. The man who looks not 
only ahead, but all around him, will see 
opportunities that are entirely missed 
by men engrossed in the petty routine 
of immediate affairs. Without vision, 
ideals are impossible. 

The spirit of service, the sincere in- 
tent to earn one’s way in the world, the 
earnest endeavor to deliver just a little 
more than is expected—these are prod- 
ucts of vision. It takes vision to see that 
a business is built, not of single orders, 
but of customers. Customers can be 
carved. only from the solid rock of serv- 
ice.—Edison’s Monthly. 








be made out by the operators to cover 
these and many other sales tips and re- 
ports of every kind. This “Service” 
ticket is made out by the operator just as 
though it were a toll ticket, as regards its 
importance. From these tickets every de- 
partment of the company obtains valuable 
information. 

There is one point referred to that I 
want to stress and which is probably the 
arch-stone of the building of new busi- 
ness. It is: enlisting the assistance of 
every employe in the campaign for new 
business. 

A well-known telephone executive has 
stated that the only person who should be 
paid for his time alone is a night watch- 
man. Every other worker should be paid 
commensurate with what he produces, and 
for his ability to think. 

No matter how loyal employes are, no 
matter how much they enthuse over the 
suggestions of the general manager that 
more business be produced, it is expecting 
too much to expect them to bend every 
effort every hour of the day to securing 
new business. But if they know they are 
to benefit directly if new business is pro- 
duced, they are going to see that it is 
produced. 

An operator is employed for work at 
the switchboard. Only one who does not 
understand human nature would expect 
that employe to work during her hours off 
to sell a telephone, an extension or to talk 
some subscriber into using long distance 
and telephone service. But if that em- 
ploye knows that if she sells a telephone 
it means additional money in her pocket, 
she is going to try to sell a telephone at 
every opportunity. 

I am firmly convinced that one of the 
best ways to produce new business is to 
give every employe in the company a share 
in what new business is produced. Why 
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not a bonus at the end of the year to the 
employes, based upon the amount of new 
business secured during the year? 

Let us take the increase in toll business, 
for example. Suppose the telephone com- 
pany announces to the employes that 25 
per cent of the increase in toll business 
secured over the year previous would be 
divided among the employes. Then sup- 
pose the quota for the increase is set at 
$25,000. Every employe is going to take 
advantage of every opportunity to talk toll 
calls. 

They are going to solicit toll business 
actively from every subscriber with whom 
they come in contact. They are casually 
going to tell John Jones that it will only 
cost him 50 cents to call his mother in 
another town. They are going to be sales- 
men all—to their own financial betterment 
and to the benefit of the company. 

Of course, they are supplied with pam 
phlets and other literature from the gen- 
eral office of the company. They are go- 
ing to see that this literature is distributed 
among the subscribers. They are going to 
bring in the $25,000 increase in toll busi- 
ness—for they are going to get $5,000 of 
that increase in their own pockets; and 
the company is going to profit to the ex 
tent of the remaining $20,000. 

Would you expect them to lend the same 
effort to increasing the toll business $25,- 
000 for the sole benefit of the stockholders 
of the company? 


As an example of how this works, at 
one of the conferences held shortly after 
a campaign for the sale of new stations, 
one of the operators was asked: 

“Betty, what happened to you in this 
campaign? You sold six telephones; you 
never sold any before.” 

Betty’s answer was: “I 
money for Christmas.” 

Another thing such a_ profit-sharing 
policy does is to make the employe very 
solicitous to keep what business the com- 
pany already has. They are not going to 
antagonize a subscriber for fear of losing 
his business. They are going to be mind- 
ful of his welfare in every instance. The 
result—business secured is kept and public 
relations are benefited. 

Robert H. Davis, the editor and play 
wright, once told this story: 


wanted the 


When he was a boy, he served as 
printer’s devil in the office of the Carson, 
Nev., Appeal, of which his brother Sam 
was editor. Late one night, as they were 
rattling the modest edition off the press, 
a shabby little man crept in and asked if 
there were any old clothes about that a 
feller might have. The hooks in the rear 
of the office were crowded with old clothes 
discarded by tramp printers after picking 
up a couple of weeks’ pay. He was told 
to help himself. Shortly he came back to 
the press side, apparently transformed and 
watched the operations of the clumsy ma- 
chine curiously. 
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“What does the paper cost?” he asked. 
“Four dollars a year.” 

He dug four dollars from somewhere 
out of his clothes and started to leave. 

“Hold on,” said the foreman, “where do 
you want the paper sent?” 

“T’ll let you know,” he replied, “when I 
get settled. I’m traveling.” 

He stepped out into the moonlight. In 
a short time there was a rattling of hoofs 
and a clattering of firearms outside. In 
came the sheriff of Carson and a brace of 
deputies. “Have you seen anything of a 
little man, half-dressed and unshaven?” 

Robert Davis was prompt to make re- 
ply: “Yes, he was here half an hour 
ago.” 

“Which way did he go?” 

Davis started to reply, giving the correct 
information. 

“Shut up,” said the foreman in his ear, 
“T’ll attend to this.” 

He went on glibly to lay out a route for 
the stranger, just opposite to the one he 
had taken—down the main road to the 
canyon. 
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The sheriff made it known that the vis- 
itor was Black Bart, an eminent highway- 
man, who had just escaped from the Ne- 
vada penitentiary, and rode away with his 
deputies—on the wrong trail. 

“What did you lie to them for, Jim?” 
Bob asked the foreman. 

“Hell!” he said, “you wouldn’t go back 
on a subscriber, would you?” 

And that’s my resolution for the tele- 
phone subscribers. 


New Service Between Finland and 
Neighboring Countries. 

Telephone service between Helsingfors 
and Riga via Reval was opened on 
November 3, in accordance with an agree- 
ment recently signed in Helsingsfors, by 
representatives of the post and telegraph 
authorities of Finland, Estonia, and 
Latvia. The lines are completely equipped 
and in excellent condition, according to a 
report of U. S. Commercial Attache C. J. 
Mayer, Riga. 

The service is open for private calls 


International Radio Conference 
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from 8 to 11 p. m. Later, the agreement 
provides for an extension of the time for 
private conversations. The rate for private 
conversations is fixed at 4.20 gold frarics 
for the first 3 minutes, which are dis 
tributed as follows: 1.20 gold francs for 


Latvia, 1.80 for Estonia, and 1.20 for 
Finland. 
Long Distance Line in China 


Nearing Completion. 

To facilitate communication 
Nanking and various cities along the 
Shanghai-Nanking Railway, the Shangha: 
Chinese Telephone Co. is now constructing 
the unfinished section of the Shanghai- 
Nanking long distance telephone line be 
tween Wusih and Nanking. 

Its construction is approaching comple- 
tion, and early last month it was expected 
the service would be open to public use 
The company was making up a scale of 
charges, and expected to submit it to the 
Nanking ministry of communications for 
approval before the line was completed 


between 


Delegates of 79 Nations in Washington Sign Convention, Effective January 1, 
1929 —Close International Radio Telegraphic Conference Which Had Been in 
Session Since October 4—Remarks of Secretary Hoover in Farewell Speech 


Delegates of 79 nations on November 25 
in Washington, D. C., affixed their signa- 
tures to the convention which will govern 
international radio communications during 
the five years beginning January 1, 1929, 
and thus brought to a close the Interna- 
tional Radio Telegraphic Conference which 
was described by Secretary Hoover in his 
farewell speech as chairman, as the “largest 
international conference of history.” The 
sessions had been held practically every 
week day since the conference began on 
October 4. 

Besides allocating the wave lengths of 
the world, the conference regulated in de 
tail the various types of communication in 
the international system, such as ship-to- 
shore or between ships or between fixed 
stations ashore. 

Licensing provisions were adopted, and 
for the first time provision was made for 
communications from and to airships and 
for the licensing of radio operators aboard 
planes. 

Extreme simplicity characterized the 
final session when the signatures of the 
200 delegates were affixed to the original 
convention which will be deposited in the 
archives of the State Department. 

The convention proper, the regulations 
and the second annex, which contains regu- 
lations unacceptable to the United States, 
were read through and approved with 
minor corrections. Secretary Hoover then 
congratulated the delegates on setting “an- 


other milestone in the progress of Inter- 
national relations.” 

In return, he was praised for his services 
at the parley by Count Adolf Hamilton of 
the Swedish delegation, who, speaking in 
behalf of the delegates, also asked that 
their appreication of American hospitality 
be conveyed to President Coolidge. 

The conference was marked by a spirit 
of compromise, in accepting without serious 
opposition the American contention that 
managerial regulations or regulations which 
conflict with the American conception of 
private, as distinguished from government, 
radio management should be stricken from 
the convention altogether or else relegated 
to a second annex which will be obligatory 
only for those nations which specifically 
approve it. 

Following this policy, the parley declared 
itself incompetent to discuss the Cortina 
report, which provided for revision of the 
international code language and tariffs and 
agreed to put into the non-obligatory an- 
nex eight articles, or parts of articles, in- 
cluding the article providing for maximum 
tariffs for ship and shore stations in the 
mobile service. 

In his closing remarks, Secretary 
Hoover reviewed the achievements of the 
conference, including the adoption of com- 
pulsory arbitration on questions of applica- 
tion or interpretation of the terms of. the 
convention after it goes into effect.on Jan- 
uary 1, 1929. While speaking of the status 








which was given to amateurs, he said 

“To have given the boys of the world 
a status in international life by treaty is a 
fine recognition not only of the rights of 
all boys, but a tribute to their service in 
developing the radio art.” 

“The conference throughout its work 
has had before it the complete necessity 
that its conclusions should be of such elas- 
tic order that its provisions should not in- 
terfere with the development of its art,” he 
continued. “Many of us believe that we 
are only at the threshold of further de- 
velopment and discovery, and the develop- 
ment of its further vast usefulness to man 

“And the conclusions of the conference, ] 
am certain, occupy a safe middle ground 
between avoidance of restriction and the 
maintenance of orderly traffic. Entire free- 
dom has been left for national determina- 
tion of all questions which do not cause 
international interference. It has been de- 
termined that a conference is to be held at 
Madrid five years hence, where this agree- 
ment may be revised to meet the needs 
called forth by the further development of 
the art.” 

To have solved so many issues and to 


have reached a unanimous conclusion with- 
out any important disagreement, Secretary 
Hoover said, “in itself was not only a sign 
of the progressive capacity of the wor! ! to 
solve international problems, but it \s 4 


fine tribute to the character and spir’ of 
the delegations from all those nation: 
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“Open House” of Erie, Pa. Company 


30th Anniversary of Opening of First Exchange at Erie, Pa., Marked by ‘‘Open 
House’ Celebration—-Some Interesting Points in Growth of Company— 
Facts About Company’s Officers, Who Are Representative Business Men 


By Harry M. Engh, 


Ass<stant General Manager, Mutual Telephone Co., Erie, Pa. 


The first day of November marked the 


30th anniversary of the opening of the 


first exchange of the Mutual 
Co. at Erie, Pa. 

The Mutual 
sored in 1896 by the Erie Board of Trade 


and was incorporated on February 27, 1897, 


Telephone 


Telephone Co. was spon- 


all the incorporators being successful Erie 
business men acting in response to. the 
appeal made by the board of trade. 

The new corporation contracted for a 
400-line switchboard 
Best Mig. Co. of 
Md. One of the illustrations shows this 


magneto from the 


Telephone saltimore, 
original switchboard with Mr. Adams of 
the Best Telephone Mig. Co. sitting in the 
On the left is William S. 
superintendent of construction for the Best 
that 
manager of the Petroleum Telephone Co. 
at Oil City, Pa. 

On the right is John Z. Miller, who at 
that time was superintendent and engineer 


center. Paca. 


company at time, and now general 


for the Best company and who, since the 
switchboard’s installation in September, 
1897, has been the general manager of the 
Mutual Telephone Co. 

The capitalization of the original plant 
was set at $25,000 as compared with $2.- 
060,000 at the present time; and the ex- 
change occupied three small rooms, where- 
as today the Mutual 
52,800 sq. ft. of 


from the 


exchange occupies 
floor area. 

very day of the opening in 
November, 1897, the Mutual grew by leaps 
and bounds so that by July of the follow- 
ing summer the original. subscriber's list 
of 172 names had been increased to 600. 
By 1900, the Mutual had outgrown its first 


quarters, and so it was during this year 


Present General Office and Main Exchange Building of the Mutu al 


that the company erected its -first building 
on East 9th street, less than a block from 


its original exchange. In this new head- 


quarters there was installed a miultipie 








The First Switchboard of the Mutual Telephone Co. at Erie, Pa. 
William S. Paca Is Standing at the Left and John Z. Miller at 


the Right. 


switchboard, the first board of this type 
used’ by this company. 

When the first company-owned exchange 
1900, it was 
thought that this building would suffice for 
many, many 
Mutual, 


building was erected in 


vears to come. [lowever, the 


year by year, was experiencin. 


severe, but decidedly pleasant, growing 
pains so that in 1917, when it had reached 
« total of 9,000 
ment of its quarters was necessitated. 


The 


these enlargements to the plant, the auto- 


subscribers, an enlarge- 


following the completion of 


year 


matic system was installed. This was sim- 


ply in keeping with the company’s policy 
ever to discard good equipment for that 
which better 


would give its subscribers 


service. A radical change similar to this 
one had occurred just 
ll years previous when 
the multiple 
board had 


sWitch- 
been re- 
placed by the full 
common battery sys 
tem. 

From. its 
\Mutual 


by year, overcame all 


inception, 
service, year 


opposition with such 
success that on April 
1, 1926, the Mutual 
Telephone Co.  ab- 
sorbed all competition 
in Erie county and 


from that day has 





operated in that area 
exchanges in 
North- 
Union City, 


with 
Erie, Corry, 
east, 
Girard and Fairview. 
It was on that day also that the company 
East 9th 


East 10th 


moved from its exchange on 


street to the new structure on 
street. 

Truly may it be said that little did those 
who were first connected with the Mutual 
realize that in 30 that 


would be operating in Erie without com- 


years company 
petition and that a main exchange and four 
branch exchanges, with a total personne! of 
222 men and women, would be required 
to furnish telephone service for the people 
of Erie alone. 


As a 


fitting celebration of 30 years 











~~ 


Telephone Co. in 


Erie, Pa.—The First Company-Ownc 


Exchange Building Erected by the Mutual Company in 1900. 
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service to the people of Erie and Erie 


county, the Mutual Telephone Co. opened 
its offices and main exchange to the public 
for inspection on November 1, 1927. 

Although this was the second open house 
which the company has sponsored in the 
last year and a half, there were 220 visit- 
ors who took advantage of inspecting the 
building, even before the hour had arrived 
which had been set as the opening time. 
The hours for inspection had been an- 
nounced as being from 3 o'clock to 9 
o'clock, but the first contingent arrived 
about 2:20 p. m. and it was after 10:00 
p.m. when the last of the 1,200 visitors had 
departed 

Comfortable chairs were placed around 
the lobby to accommodate the visitors who 
were greeted at the door by members of 
the public relations department. 

The honor guests of the occasion were 
Mutual 
when the company opened its first ex- 
About 70 of those 
original 172 first’ subscribers are still liv- 


subscribers who had telephones 


change 30 years ago. 


ing, and 18 of this number were present at 
this celebration. These guests were cach 
presented with a facsimile of the first 
Mutual directory and a paper weight in 
the form of a miniature desk stand tele- 
phone. 

Visitors to the exchange, accompanied by 
cepartment heads who served as guides, 
made a tour of inspection of the main ex 
change which included the manager's office. 
the engineer's maintenance, construction 
and cable departments, the toll board, test 
desk, information; switch room (including 
the demonstrating apparatus showing how 
one automatic telephone calls another— 
this set-up commanded by far the greatest 
interest) ; equipment and installation de- 
partments, storeroom, shop, garage, cable 
tunnel and battery and generator rooms. 
The inspection was concluded with a visit 
te the auditorium of the building where: 
refreshments. 


the guests were served 

















C Spencer, Vice-President of the Mutual 
Telechone Co. Is Also Vice-President of the 
First National Bank at Erie. 
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The lobby of the exchange was decorated 
jor the occasion with showing 


various views of the equipment and build- 


pictures 


ings taken during the last 30 years. A dial 

















A. A. Culbertson, Who Has Been President 
of the Mutual Telephone Co. Since 1916, Is 
Prominent in Civic Affairs of Erie. 


telephone, one of the first ever constructed 
by Automatic Electric Inc., a meter show- 
ing the rate in which telephone calls were 
being made, and a large automatic dial 
about four feet in diameter, which was 
operated by an interrupter, were other 
exhibits. 

The Mutual Telephone Co. is indeed for- 
tunate in having its executive officers made 
up of a group of representative Erie busi- 
ness men. It is a fact well worth noting 
that not one of these men has held his 
cfhce for a period of less than ten years. 

A, A. Culbertson, who has been presi- 
dent of the company since November, 1916, 
was born in 1874 in the boro of Edinboro, 
Pa., and is the son of a truly distinguished 
family of pioneers which so ably helped 
tc shape the destinies of the country since 
before the Revolution. Mr. Culbertson, as 
will be shown, likewise for many years has 


been a potent factor in the development 
of this far-reaching community. 

At an early age he showed those quali- 
ties of leadership which developed so rap 
idly. \t the age of 16 years he was 
teacher, principal and board of directors of 
one of those one-room, backwoods schools 
where the boys who attended were con 
siderably more than his equal in physical 
size. 

It was his ambition to attend college, but 
this dream was due to materialize only 
after years of diligent application, both to 
hooks and to labor. As a step toward his 
goal, in 1891 he entered Edinboro Normal 
School and in 1893 graduated from that in 


stitution. Immediately following his grad- 
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‘ation he taught two years and then went 
to work for the Cambria Steel Co. at 
Johnstown, Pa., and there, in the school oi 
hard knocks, further developed the will to 
win. After two years with that com 
pany, in 1897, he entered Allegheny Co!- 
lege and in 1901 received his A. B. degre+ 

Since graduating from college. Mr. Cu! 
bertson has been actively engaged in busi 
ness in Erie, his first position having been 
with the Northwestern Electric Servics 
Co. of Pa., for which he served as 
director and treasurer until the sale of that 
When he was 


asked as to whether or not he could hand!l 


property a few years ago. 


this job, his reply was not that he thought 
he could but it was a characteristic, two 
fisted, “Yes, I can.” 

In addition to his duties as president o: 
Mr. Culbert von 
is also an officer or on the board of dire« 


the Mutual Telephone Co., 


tors of the Citizens Mortgage Co., the Erie 
Plating Co., the Culbertson- Moorhouse 
Packard Co. and the Lakeside Forge Co 
Mr. Culbertson’s activities and conne 
tions do not stop, however, with the b:g 
businesses of the city: he is an active 
zen in many important social and civis 
organizations, having served as president 
cr member of the board of directors of the 
Erie Chamber of Commerce, the Y. M. 
C. A. and the University Club of Erie 
He also is a trustee of the Park Presby 
State College for 


Veachers at Edinboro. and is a life trustee 


terian Church, the 
et Allegheny College He has the dis 
tinction of being the only person ever to 
have held the presidency of the University 
Club for more than one term: his record 
is three consecutive terms. 

The secret of Mr. Culbertson’s successes 
lies in that great word—personality. He has 
that magic attraction which draws men 
Among the employes of the Mutual Tele- 
phone Co. he is affectionately known as 


“Andy.” And this is not surprising, for 

















A. W. Hayes, Secretary and Treasurer of 

the Mutual Telephone Co. at Erie, Is Alro 

President of the Petroleum Telephone Co. 
ef Oil City, Pa. 
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“Andy” has each employe’s interests at 
heart. He is a great booster for the idea 
of making it a simple matter for the em- 
ployes to become stockholders, in order to 
foster greater. interest in their work. 


| a 


Spencer, who is vice-president of 
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Cc. H. English, Chief Counselor for the 
Mutual Telephone Co. at Erie. 

the Mutual Telephone Co., is also vice- 

president of the First National Bank. 

A. W. Hayes, in addition to being secre- 
tary and treasurer of the Mutual, is pro- 
prietor of the Hayes Wall Paper Co. of 
Erie and is president of the Petroleum 
Telephone Company of Oil City, Pa. 

C. H. English, 
attorney, associated 


who is a_ well-known 
Erie Daily 
Times, the Erie Railways Co. and many 
other Erie business 


with the 


institutions, has been 
iegal advisor for the Mutual company for 
many years and just during the past year 
guided that company’s interests through a 
long drawn out, and as yet unsettled, rate 


case before the public service commission. 
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Summary of September Monthly 
Reports of Class A Companies. 
Reports of 80 Class A telephone com- 

panies, as made to the Interstate Com- 

merce Commission for September, show 
gross operating revenues of $79,908,589, as 
compared with $74,273,208 for the corre- 
sponding month last year, an increase of 

7.6. The operating income during the 

month of September, 1926, was $18,251,578, 

that of this year was $19,716,748, 
an increase of eight per cent. 

Since January 1 the companies report 
gross revenues of $703,099,118, compared 
with $651,498,928, for the nine months of 
last year, which show an increase of 7.9 


while 


per cent; operating income for last year 
$154,933,178, compared with $172,- 
776,504 of this year. 

There were 14,509,865 company stations 


was 


in service in September, 1927, which show 
an increase of 5.7 per cent over that of 
last year, which was 13,723,644. 

Complete data for the following com- 
panies of this class were not available for 
inclusion in this report: Consolidated Tele- 
phone Co. of Wisconsin: Iowa State Tele- 
phone Co.; Northern Ohio Telephone Co., 
and State Telephone Co. of Texas. 
Service Restoration During Kan- 

sas Flood Waters. 

When the high waters flooded the coun- 
try around Oberlin, Kans., this fall, many 
of the United Telephone Co.’s rural and 
long distance lines were washed away and 
put out of order. However, flood waters 
were not going to prevent the Oberlin plant 
force from keeping telephone service avail- 
Instead of combat- 
ing the muddy waters with rafts and boats, 


able at their exchange. 


the men donned swimming suits and spurs. 

It was not an uncommon sight during the 
flood stage, to see one of the linemen scal- 
ing a pole clothed in an abbreviated cos- 
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“Service First’’ Costume of Harry Teeters, 

Lineman of the United Telephone Co., 

Oberlin, Kans., During Flood Water This 
Fall. 


tume, having just crossed 


Not 


swimming apparel prove convenient but it 


dripping wet, 


some swollen creek. only did. the 


also dried more readily, lessening the 
chances for developing a cold. 


Prices in the Metal Markets. 

New York, November 28—Copper— 
Steady ;: electrolytic spot and futures, 1334c 
Steady, $58.75. 


6.30¢ : 


Tin spot and nearby, 


New York 
East St. Louis, spot, 6.12c. 


l_ead—Firmer, spot, 





Items 


Number of company 
end of month 
Revenues: 

Subscribers’ station revenues 

Public pay station revenues 

Miscellaneous exchange 

Message tolls 


stations 


Sundry miscellaneous revenues 
Licensee revenue—Cr 
Licensee revenuc Dr. 


Telephone operating revenues 
expenses: 
Depreciation of plant and equipment 
All other maintenance 
Traffic expenses 
Commercial expenses 
General and miscellaneous expenses 


Telephone operating expenses 


Net telephone operating revenues 
Other operating revenues 

Other operating expenses ........ 
Uncollectifle operating revenues 


service revenues.... 


Miscellaneous toll line revenues......... 


—-—Month of September ——. 
Increase or de—- 
crease (*). 
Ratio, 
Amount. Pct 


1927. 


14.509. 865 


-1 
x 
— 1) 


$49,205,031 
3,302,492 3.080.045 

) 562,517 

22, 174 20,328,569 
) ; 2,309,339 
.612,019 

2.563.007 

2.459.860 


bo 
ote popo 
botonoe-t 


F. 


9,908.5 74,273,208 


Ke 
ped eh eed 


723,05 $11,590,144 
338,684 

.281,857 

5,302,644 
2,862,654 


51,132,907 
968,575 
371,547 
673,807 
$65,247 


wor-inre 
ee 
; wonwnmy 
| COR on 


3,512,085 


“fe 
- 
jf | 
x 
x 
4 
! 
| 


-1 
ll | 


52,123,298 


Bm 


* 4) 


piwewee 10 
1,15 $ AGH AO4 
160, 145,718 17,183 


$26,558,52 


.452,992 


—Nine months ended with September—, 


$439.814,121 


Increase or De 
crease (*). 
Ratio, 
Amount. Pct 


$410,559. 
28,491, 1,850.5 
4,945,8: 428,053 
173,.616,4! 5.187,98: 
9,258,956 3,098.62 
.750,05 
2,038, 
2.007.987 


254,481 
541,606 
,373,887 


5,006,775 
.338,294 
3,937,625 


3,099,118 $651,498, 


$51,600,190 


.412,418 
,499,125 
37,611,579 
11,265,805 
29,014,796 


$101.168, 
98.814, 
155,172, 
55. 746,: 
26.440, 


$10,243,964 


$437,341,937 


$214,156,991 


»,803,723 
>, 295,395 
3.877 { 63 
10,162 ,098 
.249,130 52,570 


296,560 


$21,839,594 
3,996,268 


$210,100,386 
55,167,208 


2,105,531 $231,939,980 


Operating income before deducting taxes.... 8. 
Taxes assignable to operations 6,841, »,201,414 640,361 Le 59,163,476 
$19,716.748 7.8 


$1,465,170 $172,776.504 $17,843,326 


* 9G 


.251.578 
66.48 


Operating income 
Ratio of expenses to revenues, 


$154,933.1 ; 


7 
66.39 67.1: * 74 











Summary of Statistics Compiled From September Reports of Class A Companies to Interstate Commerce Commission. 
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From the Public’s Point of View 


Necessary to Handle Service Complaints Promptly and Courteously if Good 
Public Relations Are to Be Maintained—Special Organization to Take Care of 
This Work in Long Lines Office in Chicago—Address at Illinois Convention 


Service Complaints, Long 


3efore discussing service criticisms, I 
would like to outline briefly the things 
which, if properly safeguarded, will result 
in a grade of service that will cause rela- 
tively few service criticisms. 

The customer should be able to talk to 
the person at the distant end without ef- 
fort, service should be speedily and ac- 
curately handled, requests should receive 
intelligent and sympathetic interest, and 
the customer should be impressed with the 
fact that our people are well mannered, 
show a personal interest in his service, and 
have an earnest desire to give him the serv- 
ice he has a right to expect. 

All of these points should be present on 
every contact we have with customers, re- 
gardless of the person in the organization 
with whom they may be dealing, or the 
specific transaction involved. Of course, 
ir the handling of service criticisms, these 
points deserve even more consideration than 
in the routine of handling the ordinary 
type of call. 

As we all know, regardless of how ef- 
iective our efforts are, an occasional call 
goes wrong, or the customer indicates that 
the service rendered has not been com- 
pletely satisfactory to him. When this oc- 
curs, we have the problem of taking prompt 
action to remedy the difficulty he is ex- 
periencing so that he will receive the serv- 
ice he desires, and make a contact with him 
that will result in a feeling on his part 
that the difficulty is regretted very much 
and that it is not typical of the service we 
are trying to give. 

It should be emphasized that successful 
handling of criticisms when they occur is 
lot a substitute for failure to render satis- 
factory service to the customer. All we 
can hope to do is to give the item that he 
is complaining about prompt action, and do 
it in such a way that the occurrence will 
be minimized from his standpoint and will 
not result in a serious loss of good will to 
us. After indicating that our service is not 
satisfactory, the customer should be able 
to reach an individual promptly who will 
deal with him on the matter. 

Reterring again to our service objectives, 
the telephone of this person must be ade- 
quately covered so that it will be answered 


Promptly, and transmission must be satis- 
lactory. The customer should be permitted 
to tell his story in his own way without 


unnecessary questioning in order to avoid 
annoying or delaying him, and secure suffi- 
“lent details to investigate the cause of the 
‘roubie intelligently. 


Lines Department, American 


By Miss W. Gibson, 


All employes should be trained to talk 
ciearly, distinctly, and with conviction so 
that the customer will be impressed with 
the fact that the statement is correct, that 
all reasonable means will be taken to se- 
cure accurate facts and give him service. 

Having dealt with someone to whom 
his difficulty has been outlined, a customer 
skould not be required to tell his story 





THE CITY’S GUEST 


When a stranger comes to town, he 
doesn’t care altogether about your park, 
your hospitals, your streets. He goes 
into a store and nine times out of ten 
forms his opinion of the town on the 
reception he gets there. 

He is the city’s guest. If the clerk 
doesn’t know how to welcome and serve 
a guest, the town is getting a stab in the 
back for which the employer himself is 
responsible.—The Honolulu Item. 


Telephone & 





again to anyone else. The individual re- 
ceiving the complaint should make the in- 
vestigation, prescribe the additional action, 
if any, that is to be taken by the operator, 
and report back to the customer. 

Such a company representative has al- 
ready dealt with the customer, so she knows 
his state of mind and has a completely 
sympathetic point of view of the difficulty 
that he has experienced. She is the best 
one to handle the case; and if it is neces- 
sary to recall the customer, as it generally 
is, she certainly is the one who should 
do it. 

In this connection T would like to state 
rather briefly how this particular work is 
handled in the long lines office at Chicago 
where it has been necessary to set up a 
special organization. The employes as- 
signed to handle the service communica- 
trons are called “service supervisors” and 
announce themselves as such when talking 
with the customers. 

Aiter hearing the customer's story and 
recording the complaint, the service super- 
visor leaves her position, locates and ex- 
amines the ticket, asks the operator any 
necessary questions, prescribes the addi- 
tional action, if any, that should be taken 
on the call, and then calls the customer 
hack with an explanation of what has oc- 
curred and what he may expect to correct 
the difficulty. Every effort is made to se- 
cure the desired information and to report 
to the customer within ten minutes from 
the time the criticism is received. 
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Telegraph Co., Chicago 


It has been our experience that the re- 
action to this method of handling service 
criticism is quite satisfactory. The cus- 
tomers in many cases seem to recognize 
the employe who calls them back as the 
one to whom they originally talked, and 
this we feel has done a good deal to off 
set some of the impressions of the service 
the customers have secured through their 
experiences with calls which have gone 
wrong. We believe it has been of as 
sistance in building up a feeling of confi- 
cence in our work, bearing in mind, of 
course, that complete confidence can only 
come through accurate handling in the 
first place. 

There are several additional points in 
connection with the routine handling of 
service criticisms. The first one is that em- 
ployes must be careful not to make a prom- 
ise to a customer which they do not have 
positive knowledge can be fulfilled. 

Occasionally, perhaps, in the case of a 
particularly displeased customer, there is 
u temptation to promise him anything, if 
only as a means to get him to hang up, so 
that his difficulty will receive corrective 
action. This cannot help having serious 
possibilities and adverse reactions upon the 
customer, for there is nothing more irri- 
tating after reaching someone, presumably 
in authority, to have that person make a 
promise which is not kept. I think we can 
remember some experiences of our own in 
dealing with stores and the like where our 
reaction has been similar to that which | 
have described. 

Another thing which is particularly irri 
tating to a customer is being shunted from 
one person or department to another. As 
we all know, the public looks upon each 
one of us, regardless of the particular ac 
tivity with which we happen to be in- 
volved, as representatives of the telephone 
company; and if they reach us in error to 
complain about some phase of the service 
with which we are not particularly involved, 
cr to make an inquiry, | believe that com 
plaint or inquiry should always be re 
corded, the customer should be given the 
name of the employe to whum he is talk 
ing, and that individual should see that the 
matter is referred to the proper person in 
the organization where it will receive ef 
fective action. 

In addition to taking care of service 
criticisms as they occur, there is a great 
deal of preventative work to be done. If 
an operator or her supervisor hears a 
customer making comments during the 
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progress of a call which indicates that he 
may not be completely satisfied with our 
action, steps can be taken to give him the 
additional action he desires and prevent 
difficulty on the call that may result in a 
service criticism. 

Many times during the day the operating 
force receives comments that are not strict- 
ly criticism but have evidence of some slight 
dissatisfaction. This is the time that it is 
well to bring the call into the open, find out 
just what the customer had in mind when 
he made his comment, and handle the item 
of service from then on in a manner more 
tc his satisfaction. Such a program has 
been followed in our office for the past two 
years. 

Whenever such a case occurs, the mat- 
ter is immediately referred to a_ special 
employe who secures a brief history of the 
call, reaches the customer and, after in- 
troducing herself as the company repre- 
sentative specially delegated to safeguard 
the cutomer’s interests, inquires of him 
the additional 


would like us to take. Sometimes the cus- 


as to action, if any, he 


tomer gives additional information which 
assists us in more promptly disposing of his 
request for service; on some cccasions 
his comment, after consideration, may not 
be of particular significance. 

We believe these contacts are extremely 
lielpful. Not only is it possible to give 
effective action on the call in question, but 
it emphasizes in the customer’s mind that 
telephone people have a real desire to give 
ecrvice. 
the unsatis- 
jactory, or he has had real difficulty with 


the service, which cannot be disposed of on 


If on this call it develops that 


customer's service has been 


this contact, this employe will follow up 
his service at frequent intervals until it 
is completely satisfactory as evidenced by 
his own statement. 

These contacts frequently result in in- 
viting the customer to visit our office. If 
le cannot come, this special employe, 
whom we call a “public relations chief 
cperator,” visits the customer and discusses 
with him the 


sistance of the private branch exchange in- 


the service or secures as- 
structor for this purpose. 

These personal contacts assist us in de- 
termining completely the customer's point 
of view of the telephone company. It fre- 
quently happens that the expression of dis- 
s2tisfaction regarding a specific call dates 
circumstances that 
brought about a lack of confidence in our 
It may be that the 
customer was annoyed by a traffic employe, 


hack to a chain of 


way of giving service. 


or that a promise was made that was not 
kept and rather than complain about it 
again, he let the matter drop. Any one of 
«a number of things may have happened 
that would cause a customer to feel 
kindly toward us. 


un- 


this nature will 
cause a customer to bring up past diffi- 
culties that influence his point of view on 
that he the 


Personal contacts of 


every contact has with tele- 
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phone company, or at least every contact 
that is not proceeding to his complete satis- 
faction. -It is our feeling when cases of 
this sort occur, that it is the department's 
responsibility to see that a proper investiga- 
tion is made, and that the previous diffi- 
culty the still 
straightened out to his complete satisfac- 


customer has in mind is 
tion, even if it means reopening of a case 
that has been closed many months before. 

Letter warrant 
careful attention. Such complaints are not 
always indicative of the service an office 
Regardless of this, letter com- 
plaints usually represent a par- 
ticularly bad service, or a customer, who 
through 


complaints particularly 


is giving. 
case of 
experi- 


previous unsatisfactory 


ences, is not convinced of our desire to 
give the service that will meet his require- 
ments. 

It is necessary that the facts regarding 
oral and letter complaints be completely 


reviewed, and that conclusions be reached 
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as to the underlying conditions that caused 
the adverse service the customer is con 
plaining about. The case should be thi 
cughly investigated so as to determine tlic 
basic reasons for the difficulty, the place in 
the organization where it occurred, the co: 
rective action to be taken, and the peopl 
responsible for making a satisfactory ad 
iustment of the criticism 

about service dith 
culties must be broad. We do not know in 
detail exactly what has happened. We may 
find that the difficulty is not of our mak- 
ing, but we must assume that some diffi- 


Our point of view 


culty did occur. Under no condition should 
we adopt a defensive point of view, or at- 
tempt to explain away a difficulty, until we 
have had a chance to check up and are in 
full possession of the facts. The customer's 
statement must be given substantial weight. 

Referring letter 
they offer a valuable opportunity for con 
the The 


again to 


tact with customer. custome! 


complaints, 





I came downtown this morning on 
creaky, cold and dirty. 


hurry to get downtown. 


I do not care to purchase anything. 


anything else. 


poor wages. We expect nothing else 


to spend their incomes. 


Wordsworth says, 


regularly. 


misfits. 


respecting manner; to purchase some 
thing aside to safeguard the future. 


workers. 


of the‘r incomes. 





GETTING AND SPENDING 
By Miss Anne Barnes, 


Traveling Chief Operator, lowa Independent Telephone Association, 
Des Moines, lowa 


And the driver was about as frowzy-looking as his 


bus. They both had seen better days, but now showed signs of deterioration. 
As I bumped back and forth on the broken springs of the seat, the 
general atmosphere sent a slangy old saying lilting through my mind: “They 


ain’t what they used to be, many long years ago. 
I felt a bit ashamed emerging from this old, bus in front of the good- 
looking hotel, especially when I spied a yellow taxi | had overlooked in my 
I hoped no one had noticed me. 
I feel that way when I find myself in a dirty, disorderly business place. 
All I care about is reaching the street 
unnoticed by persons I may happen to know. 
I usually find that the people who have the hardest time to do other than 
make expenses and often fail to do this, are the ones who do not try to do 
They complain about hard times, the high cost of living and 


people in this old world need most in the way of education is to be taught how 


“Getting and spending, we lay waste our powers.” 
It is better to lay stress on spending systematically than saving systemat- 
ically, because if one spends wisely he 


No, I do not believe that poor wages are the cause of so many business 
In fact. there are not many successful business men who do not pay 
wages that are more than sufficient to live on with proper management of funds. 


Of course, employes in any class should be paid enough to live in a self- 


Statistics show that wages in America generally provide for this. 
that employes working under such conditions react to their jobs in a better 
mental state; that the employer has a more profitable business, and that both 
employe and employer are materially and socially benehted. 

According to statistics, there are in 
which include skilled and semi-skilled workers, laborers, servants, and clerical 
Somewhere in that group we telephone workers are included. |! 
wonder what can be done to train telephone employes to make profitable use 
Much has been done, but many have not been reached. 


a bus. Such a run-down looking bus; 


” 


from them. I believe that what the 


will also have something to put by 


of life’s luxuries, and to lay some- 


Also 


America 31,500,000 wage earners, 
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tomatic Supremacy--- 
Coil Winding 
Bb bye coils used by Automatic Electric Inc. in the 


manufacture of Strowger Automatic telephone 
equipment are wound in its own factories under the 








bie., constant supervision of experts thoroughly versed in 
re over every phase of this work. Automatic coil winding 
a. machines are used, which are operated by girls, who 
pment. start the winding of each coil, place insulating wrap- 
pers between each layer of wire, stop the winding proc- 
ess at the proper point, and finally, before removing the 
coil from the machine, test the winding for proper e 
resistance. 


This modern coil winding equipment produces coils 
which are wound more evenly than can be done by 
hand, with the wire always applied under a constant 
predetermined tension. The coils, which form an impor- 
tant part of Strowger Automatic apparatus, are thus 
always insured of embodying the highest standards of 
quality, construction and performance, and of con- 
tributing their share to the general excellence for which 
this equipment isnoted. The records of Strowger Auto- 
matic equipment in exchanges throughout the world 
for dependability and long life amply justify the extreme 
care which is taken at every step of its manufacture. 





exercised in the production of Strowger Automatic telephone equip- 


This is one of a series of advertisements illustrating the exacting care Mg 
ment, which is thus kept constantly in advance of the telephone art. 


Automatic Electric Inc. 


Factory and General Offices: 1033 West Van Buren Street 
Chicago, U. S. A. 
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When writing to Automatic Electric Inc., please mention TELEPHONY 
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should always be interviewed personally 
We have been following a practice, with 
some success, of making a subsequent visit 
after a four or six months’ period has 
clapsed,-to make sure that all phases of 
his service are meeting with his satisfac- 
supplementary contacts have 


tion. These 


proved quite valuable. 


Tri-City Company at Clinton, Ia., 
Sold to Northwestern Bell. 
Consolidation of the Tri-City Telephone 
Co., Clinton, lowa, with the Northwestern 
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bell Co. 
sured, when stockholders of the Tri-City 
ratified the 
granting of an option by its officers to the 


Telephone was practically as- 


company on November 21 
Northwestern Bell company for the pur- 
chase of the automatic company’s property 
within the state qi lowa. Additions and 
rearrangements will be made 60 days after 
formal approval of the purchase by the 
Interstate Commerce Commission. 

The cause given for the consolidation is 
that 
served more comp!etely and more cheaply, 


customers of cither service can be 


as total overhead expense will be reduced 
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and one system will be of more gener: 


The affected by tl 
change is that in Clinton, Lyons and lov 


extent. property 


toll lines. The company’s property in Ful 
ton, IIL, is not included in the option. A 
the Interstate Commerce Commission ha 
jurisdiction in such matters as this, thx 
cption was taken subject to its approval 

add 1,200 


telephones to the Northwestern company’s 


The consolidation will about 
system in Clinton, making a total of ap 
proximately 7.000 telephones operated as 
one system, and 4,800 more than ar« 


the Tri-City 


now 


served by company. 








Personal and Biographical Notes 





Mrs. Olive Reed, of Woodbine, Iowa, 
has succeeded to the position of secretary- 
manager of the Boyer Valley Telephone 
Co., left vacant by the death of her hus- 
band, M. A. Reed, had filled that 
for 14 At a meeting of 
the board of directors a new office of su- 


who 
position years. 
perintendent was created to be occupied by 
Lester D. Myers, manager of the Boyer 
Valley company’s exchange at Logan. 
Robert P. Lamont, president of the 
American Steel Foundries, has been elected 
a director of the Illinois Bell Telephone 
John J. Mitchell. 
Mr. Lamont also is a director of Armour 
& Co., the American Radiator Co., Dodge 
First National Bank of 
International Harvester Co., Montgomery 


Co. to succeed the late 


Bros., Chicago, 
Ward & Co., and other Chicago enterprises. 
During the war he was chief of the pro- 
curement division, ordnance department, at 
Washington. 


Obituary. 

Edward H. Moulton, 84 years of age, 
former prominent Minneapolis banker and 
telephone magnate, dropped dead on 
November 12 in the office of Charles: L. 
Wright, president of the Security National 
Bank of Pasadena, Calif. Recurrence of a 
serious heart attack experienced a year ago 
it Portugal caused his death. He had re- 
turned to Pasadena on November 10 after 
an extended European trip with his daugh- 
ter, Mrs. Catherine Van Dyke. 

Mr. Moulton was prominent in the Inde- 
pendent telephone field for many years. A 
prominent banker in Minneapolis, Minn., 
for years, he became interested in the re- 
organization of the old Mississippi Valley 
Telephone Co., because of antagonism cre- 
ated by the insistence of the old North- 
western Telephone Exchange Co. in run- 
ning a 60-foot pole line in front of his 
residence, under cover of a dark night in 
1898. 

With other wealthy men or 
offered to defray 
nutting the lines underground. 


the 
the cost of 

The offer 
was refused, but a promise was made that 
the lead 


same 
street, he 


would be placed underground 





within a vear. It was five years later that 


the promise was fulfilled. Approached 
about 1900 by J. C. Hubbinger, who 


had become desperate over the financial 
condition of the Mississippi Valley Tele- 
Mr. 


phone Co., Moulton consented to re- 

















The Late E. H. Moulton, a Former Presi- 

dent of the National Independent Associa-— 

tion and for Many Years President of the 

Tri-State Telephone & Telegraph Co., St. 
Paul, Minn. 


organize the company. He resigned the 


presidency of what was then the largest 
bank in the Northwest and for the next 14 
years gave his money and time to the build- 
ing up of the Tri-State Telephone & Tele- 
graph Co. 
For more than 11 years Mr. Moulton 
served as president of that company, re- 
1914 to Pasadena, 
His work so well started has been 
George W. Robinson 
and the Tri-State Telephone & Telegraph 
Co. is one of the leading Independent tele- 


signing in remove to 
Calif. 
ably carried on by 


phone companies of the country. 
Mr. Moulton was active in national tele- 


phone affairs being a member of the ad- 
visory committeee of the national associa- 
tion in 1903. 
ber, 1908, he was clected president of the 
old 


Association and served until the followimg 


At the convention in Decem 


Internaional Independent Telephone 


December 


Wiliam A. Jackson one oj the earliest 
executives of the telephone business, an 
organizer, first president and general man 
ager of the Michigan Bell Telephone Co., 
November 14 in New York City 


He had been retired since 


died on 
at the age of 79. 
1913. He leaves a widow, who was Miss 
Nellie Moore of Moore Park, Mich., at 
their marriage 54 years ago, and a daugh- 
Robinson. 

York State, Mr. 


Michigan as a boy by 


ter, AMlrs. Harry H. 
A native of New Jack 


son was taken to 


his family. He was working for the West 
ern Union Telegraph Co. at Detroit when. 
2 1876, while visiting the Centennial Expo 
Philadelphia, he saw Alexander 


Bell's 


was among the first to see the possibilities 


sition at 


Graham telephone exhibited. He 


of the new invention, and at once opened 


negotiations for the Michigan license, 
which he obtained. 
With James MacMillan, later Umited 


States Senator from Michigan, John New 
others, he incorporated the 


sell Telephone Co. and became 


berry and 
Michigan 
its first 
After the company 
interests in 1888, he 
Electrical Works. 
He the 
Highland Park, Mich., where the Ford 


general manager 
s¢ Id to 


the 


president and 
Chicago 


] Jetre it 


was 
founded 
incorporators 01 


was one of 


custries are now situated. 

In 1895 the Bell 
Co. Mr. Jackson a director of the 
Chicago and Iowa Telephone companies 
3ell Telephone Co. ; also 


American Telephon 


made 


and the Missouri 
vice-president of the Central Union Tel: 
thone Co., of which he later became pre- 
At the request of Harris, Forbes 4 
Michigan 


cent. 
Co., who had reorganized the 
States Telephone Co., he returned to ' 
presidency of that corporation, remain 
until his retirement in 1913. 
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Certainty of Quality 





No. 977AA Metal Sawtooth 
Airgap Arrester 





No. P495 


No. A27 Protected Cable Ter- 

minal, Wood Base. The sawtooth metal airgap dis- 

charge blocks used in all cable 

No. AS27 same except has Metal terminals and many individual 
Base station protectors. 


ELIABLE PRODUCTS consist of various 


types of cable protection, all types of indi- 
vidual station arresters, many of them approved 
by the National Board of Fire Underwriters, 
copper and iron sleeves, fuse and heat coil 
central office protection. 


lectric Company 





3145 Carroll Ave. Chicago, Illinois 











When writing to Reliable Electric Co., please mention TELEPHONY. 






New Multi-Exchanges in England 


Automatic Telephone System Installed at Brighton and Hove, Well-Known 
Resorts on South Coast of England—Brought Into Use November 12—Com- 


pletion Adds Another to the List of Automatic Networks 


There are many claimants to the dis- 
tinction of being “the most important sea- 
side resort” in Great Britain, and each 
supports its claim with details of the 
special attractions, geographical and others, 
that it has to offer visitors. 

Brighton, with its neighbor Hove on 
the south coast of England, jointly form 
one of the most prominent of these re- 
sorts, and to their list of qualifications can 
now add that they are served by a modern 
and up-to-date automatic telephone 
tem. This was brought into use on Novem- 
ber 12 and consists of six new automatic 
exchanges which supersede eight manual 
exchanges of different types. 

The new exchanges, serving the whole 
of the Brighton and Hove area and having 
full automatic 
are: 

Central, 4,400 lines 
Hove, 4,000 lines 
Portslade, 400 lines | 
Rottingdean, 130 lines § 


Preston, 960 lines DS sie ii a 
Southwick, 130 lines | Satellites of Hove 


sys- 


inter-connecting facilities, 


Satellites of Central 


In addition to the automatic exchanges, 
there is a new manual exchange for traffic 
outside the area, public call 
quiries, 


offices, in- 


etc. This exchange has a 23- 
position manual board, and a_ six-position 
monitor’s desk. 


All of the new equipments were made 


By R. H. Carter 


in Great Britain 





a \W ae 


Mile yer 














Royal 


and installed by Siemens Brothers & Co., 
Ltd., Woolwich, England, the automatic 
exchanges being their No. 16 type, as sup- 
plied by them for other multi-exchange 
areas in Great Britain. 
this 
criminating 


The special fea- 


tures of system, including the dis- 


repeaters at the satellite ex- 


changes, have already been described in 
these columns in the articles on the Edin- 
burgh and Sheffield transfers. 


There are certain additional points of 


interest in the Brighton 








General View of Automatic Equipment, 


slade, 


system, being in 
with the 


Southwick and Rotting- 


one 


connection 


These 
permanent 
maintenance staff in at- 


dean exchanges. 
have no 
tendance, and arrange- 
ments are provided by 
means of which any 
faults occurring are 
automatically signalled 
to Central, the signals 
showing either that the 
fault requires immedi- 
ate attention or that it 
can until a 


venient time. 


wait con- 

A noteworthy innova- 
tion is in 
with the 


connection 
subscribers’ 
the dial 
these in- 
struments showing the 
full of the ex- 


telephones, 
switches of 





names 





Protector Racks, 
No. 16 Automatic Exchange, Brighton. 


changes comprising the 
area, in addition to the 
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Port- 


Pavilion Military Hospital, 


Brighton. 


usual numbering of 1 to 0. All subscribers 
appear in the telephone directory under the 
name of an exchange and a four-figure 
number, and callers must first dial the ex- 
change followed by the 


name, necessary 


figures. 

The name is, of course, an extra digit 
and is, perhaps, easier for subscribers to 
remember than if five-figure numbers had 
been used throughout, and it will be in- 
teresting to know later on if all callers 


always dial the exchange name first and 


























General View of Automatic Equipment 
Hove No. 16 Automatic Exchangé 
Brighton, England. 
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SUPER-GLAZE 


SYAW MAW) | 1 =n Be 


TRUE-SHAPE VITRIFICATION 








| So Del es ne 


— rindi idascinteapul 


NINOS 
eg THE COMPLETE LINE O 
: oi | Ud ble CABLES UNDERGROUN cist 
=| Valways protected Mitac 


always reclaimable 


The glass-smooth, glass-hard true-shaped bore, and the inside end bevel, of Natco Underground 
: »€ F > ) L 
Clay Conduit protect cables from mechanical injury during pulling. 









The dense duct structure, with its high mechanical strength; the super-glaze that prevents 
chemical attack on the cable sheath; the resistive properties (the duct will not warp or soften 
under red heat, and it has high insulating value) all protect the cable during service. 


And when changing load conditions make removal necessary, the cable can easily be reclaimed, 
in perfect condition, if /aid in Natco Conduit. 


Natco Underground Clay Conduit is an investment in quality that pays dividends in service. 
If you haven’t received the folder entitled “Permanence”, let us send you a copy. 


NATIONAL FIRE -PR@®FING: COMPANY 
General Offices: Fulton Building, Pittsburgh, Pa. 


Branch Offices: New York, Flatiron Bldg.; Chicago, Builders Bldg. ; 
Philadelphia, Land Title Bldg.; Boston, Textile Bldg. 
In Canada: National Fire Proofing Co. of Canada, Ltd., Toronto, Ontario. 


The Only Concern in the World Making a Complete Line of Structural Clay ‘Products 


NATCO IS PERMANENT 


When writing to National Fire Proofing Co., please mention TELEPHONY. 
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not last, for even in these enlightened days 
there are still some subscribers who, in 
conversation and in print, place their tele- 
phone number before the exchange name. 

Possibly the innovation was made in 
order to avoid hurting local feelings, for 
Lrighton and Hove, although contiguous, 
are really separate towns, divided only by 
a boundary line. The inhabitants of each 
town are strong partisans and anyone ac- 
quainted with them will know that resi- 
dents of Hove would feel it keenly if they 
were merged (in the telephone directory ) 
into Brighton, while for the district to be 
shown (telephonically) as Hove would be 
unthinkable to a Brightonian. 

While these local rivalries may appear 
merely amusing to the onlooker, they are 
actually very 


factors 
in the development of adjoining towns, as 


real and important 


2 spirit of competition is aroused which 


produces results to the general good. 


TELEPHONY 


Such results are exampled by Brighton, 
which has progressed to its present posi- 
tion from a small fishing village known 
for hundreds of years as Brighthelmstone 
and by Hove, which has expanded from a 
small village, notorious in the last century 
for successful smuggling exploits carried 
out in cooperation with French smugglers 
of Normandy. The French ambassador to 
England, speaking at a recent civic ban- 
quet at Hove, humorously referred to these 
exploits as undoubtedly having helped to 
develop commercial relations between 
France and England. 

The growth of these towns has naturally 
demanded constant tele- 
phone facilities which, commencing in 1882 
with 10-line exchange, today 
reached the stage recorded in this article, 
with the certainty of further rapid exten- 
sions now that plant is available to cater 


additions to the 


one have 


to the requirements of a progressive area. 


Vol. 93. No. 23. 


The Post 
ew premises for 


Office has 
each of the 
changes, but as telephone 


British proviced 
new cx- 
buildings 
usually much of a type, they are 
greatly interesting as illustrations. 


The 


will probably be 


article 
interested in the 
photograph of the famous Royal Pavilion 
at Brighton, which was erected as a sum- 


various readers of this 


more 


mer residence for George, Prince of Wales 
IV), who, to use 
Thackery’s phrase, “invented” Brighton as 


(afterwards George 
a health resort, and whose patronage was 
largely responsible for its rapid develop- 
ment. 

The completion of the Brighton area sys- 
tem adds another to the list of automatic 
Britain, 
and further additions will, it is expected. 
be made in the 


networks now working in Great 


future, as the 
Leicester, Chatham, Colwyn Bay and other 


near 


areas are nearing their opening dates. 








With the Manufacturers and Jobbers 





Athens, Ohio, to Have Automatic 
Telephone Equipment 


\fter a thorough investigation of 
Strowger automatic telephone exchanges 
in every part of the country, the Athens 
llome Telephone Co. of Athens, Ohio, has 
placed with Automatic Electric 
Inc., of Chicago, for 1,200 lines of auto- 
or. <.. 
tary-manager of Athens Home Telephone 


orders 


matic equipment. L. Jones, secre- 


Co., is also president of the Ohio Inde- 


pendent Telephone Association, and is 


well known for his progressive policies as 
to telephone management and equipment. 

A new telephone building is under proc- 
ess of construction which will house the 
new equipment. The toll board and busi- 


ness offices will occupy the first floor, 


while the automatic apparatus will be 
placed-in the back portion of the second 
floor. The front part of this floor will 


be furnished to serve as living quarters. 


midst of the 
coal mining region of Ohio, and is the 
center of considerable business activity. 
It is the home of Ohio University. Twelve 


Athens is situated in the 


have 
their toll boards equipped with dials, so 
that toll calls can be dialed directly into 
Athens with a minimum expenditure of 
time. 


towns located near Athens are to 


These towns are Albany, Chancey, 
The Plaines, Gloucester, Marshfield, Beys- 
ville, Coalville, Marietta, Jerseyville, Mc- 
Arthur, and Parkersburg, the 
latter town being in West Virginia. 


Amesville 


The 1,200 lines of equipment will care 
for approximately 2,500 
subscribers’ stations. In 
addition, 400 rural lines 


will be handled for the 





manual 
The 


equip- 


time being as 


magneto lines. 


order for new 









































includes a 
toll, 
board, to 


also 





ment 
six-position rural 
and special 
be -furnished and in- 
stalled by the manufac- 


turers of the automatic 





equipment. 
There will be a spe- 
cial toll 














train of 








switches in the 
matic office, and the 


auto- 


























Architect’s Drawing of the New Exchanae 
Athens Home Telephone Co., Athens, 


40°; OR 
method of toll 


direct 








opera- 
, tion will be used, where 
Building of the 


Ohio the recording trunks are 


so arranged that the toll calls will be com- 
pleted immediately without dismissing the 
subscriber. 

An interesting feature of the installation 
is the complete system of traffic meters 
which will be These 
total overflow 
trunks busy, etc.. for purposes of traffic 


used. meters will 


register calls, calls, all 


observation. By this means, accurate rec- 


ords will be kept of all phases of traffic 


increase and change, so that facilities may 
he planned in i 


advance for increases i 


where increasing 


necessitate additions. 


switching equipment 
loads 

Five-frequency harmonic ringing will 
be used, which will allow as many as ten 
parties on a line when desired. A motor- 
generator charging set, supplemented by a 
storage battery of ample capacity, will 
furnish the current to operate the switch- 
ing mechanism. A gas engine charging 


set will be used in case of commercial 


power failure or other emergency. 


Clayton & Lambert Firepot with 
Entirely New Feztures. 
Clayton & Lambert Mfg. Co. announces 
a new another number 


firepot—not just 


added to its already compreherisive line. 
but a firepot said to be new in principle 
and strikingly new in the advantages 
claimed for it. 
In general appearance the new too! 
ly follows the established lines, exc 
it is lighter and more easily hand! 
mechanical design, however, it emb 
number of entirely new features 
erator and burner construction. 
Among the advantages claimed 
new firepot are: 
from carbon. 


Entire freedom 
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60,000 
electrical 
supplies 
within 
arms 
reach 








canes a Exccutite Offices: Graybar Building, Lexington Avenue and 43rd Street, Ne» ‘or } 


Within arms reach 
= line material, too 


Guy anchors? Yes. Tools? Yes. 
Telephone wire, friction tape 
and every other line material 
item? Yes—they are all brought 
within arm’s reach byGraybar’s 
63 distributing houses. 
























And they are all quality prod- 
ucts, backed by Graybar’s 58 
years of experience—as are all 
the rest of the 60,000 electrical 
supplies that Graybar holds 
ready to distribute to satisfy 
industry’s electrical needs. 





Buy Christmas Seals 







Cf ces in 61 Principal Cities 














Successor to Western Electric Supply Dept. 
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THE GRAYBAR TAG—SYMBOL OF DISTRIBUTION 


When writing to Graybar Electric Co., please mention TELEPHONY 
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pot, it is said, can be used for a full year 
without cleaning. 
Quick starting—the gas is generated and 
the firepot ready for work in 90 seconds. 
The operation is noiseless, odorless and 














New Design of C. & L. Firepot with In- 
teresting Features. 


smokeless, a distinct advantage for indoor 
work. 

The burner orifice cannot be enlarged or 
lamaged by forcing .the shut-off valve. 

The flame can be regulated to any vol- 
ime and left indefinitely, even when turned 
very low. 

Great operating economy is claimed for 
it, six hours at full blast on a single gallon 
of gasoline. 

Clayton & Lambert engineers have been 
working on this new firepot for two years 
and have put it through most exhaustive 
tests before releasing it for the market. 

It is furnished with either the plumber’s 
shield or with tinner’s hood and is intended 
to meet the most exacting requirements of 
the skilled mechanic in the plumbing, tin- 
ning, sheet metal working and public serv- 
ice fields. 

The generator of this new firepot is con- 
structed on entirely original lines. It not 
mly vaporizes the fuel in a fourth of the 
time usually required, but it can be lighted 
and operated in high winds or cold weather 


TELEPHONY 


as readily as indoors. The generator is 
entirely protected by a shield and produces 
a hot blast flame that heats the burner in 
not more than 90 seconds. The valve is 
then opened, the control lever is raised and 
the generating flame lights the burner. The 
firepot is ready for use. 

The flame may be regulated as easily as 
that of a kerosene lamp; when turned low 
may be left indefinitely without fear of 
blowing out or carbonizing the burner. 
The entire freedom from carbon is said to 
be due to the construction of the generator 
tube. 

The gasoline supply is shut off at a cool 
point from the 
burner orifice, and the vein passage lead- 
ing from the shut-off to the burner fs a 
straight line. 


some six inches away 


Raw fuel, left in this straight 
line vein after the shut-off valve is closed, 
is turned heat of the 


tube and passes immediately out through the 


into vapor by the 
burner orifice, thus leaving the tube clean. 
form as the tube cools, 
because there is nothing left in the tube to 
carbonize. 


No carbon can 


Simplex Pipe Pushing Machines as 
Time and Labor Savers. 

The No. 332 and No. 334 Simplex pipe 
pushing machines of Templeton, Kenly & 
Co., Ltd., are especially designed for push- 
ing pipe from 34 inch to 4 inches in di- 
ameter. 

These machines can be operated by two 
or four men, conditions of the soil govern- 
ing the operation. In soil where solid block- 
ing is hard to obtain or the cribbing gives, 
with the Simplex pipe pushing machines it 
is possible to hold the machines against 
back pressure with one lever socket while 
the other is advanced to the next position 
on the rack bar. 


jaws is furnished with the 


machine to handle any size pipe most reg- 


One set of | 
ularly used, and additional sets can be fur- 
nished for other sizes of pipe. 

The frames are of channel iron, fitted 
at one end 


casting which 


serves as a hase support when pushing pipe. 


with a_ steel 


The rack bars and jaws are of chrome- 


nickel steel, heat-treated and hardened. 


Vol. 93. No. 23. 
The pawls are of 40-50 carbon steel, also 
heat-treated and The lever 
sockets and carriage are steel castings. 
The No. 334 Simplex pipe pushing ma- 
chine is similar in design to the No. 332, 
except that it will handle pipe 
inches to 4 inches in diameter. This wide 
range is made possible by removable 


hardened. 


trom 2 


aws 


j 
such as are furnished with the No. 332 


The Nos. 332 and 334 Simplex pipe pusk- 
ing machines have proved very satisfactory 
to steam and electric railroads, plumbers, 
municipalities, power and light, telephone 
and telegraph companies having pipe to 
push from 34 inch to 2 inches and from 2 
inches to 4 inches in diameter, respec- 
tively. 

The average time required to push 3 
inch pipe in solid soil is from five to six 
minutes for the 25 inches travel of the ma- 
chine, men on the No. 334 
Simplex pipe pushing machine. When the 


using four 
push is easy, the time is materially reduced 
and only two men are required on the 
This 


the machine for the next operation. 


lever bars. time includes resetting 


Complete information as to these pipe 
from 
1020 S. 


obtained 


Ltd., 


pushing machines may be 
Kenly & Co., 
Central Ave., Chicago. 


Templeton, 


New Cable in France Authorized 
by Law. 

New telephone and telegraph cable will 
be laid between Paris, Bordeaux and Tou- 
lcuse with a branch line running through 
The 
government is authorized to expend 365,- 
000,000 francs for this purpose; 139,000, 
000 francs are to be expended in 1927, 83,- 
000,000 in 1928, 72,000,000 in 1929, 63,000,- 
000 in 1930, and 6,000,000 in 1931. 


During the discussion in parliament, the 


Tours, Angers and Nantes. French 


government gave the assurance, according 
to George E. Wadley, U. S. consular clerk 
at Paris, that a great deal of the capital 
thus spent would be derived from German 
reparations in kind, it being understood 
that, although the manual labor would be 
French, the electrical materials would be 
ordered from Germany and paid for 
through the Dawes plan arnuities. 

















The No. 334 Simplex Pipe Pushing Machine Showing the Set of Jaws Used for Pipe Pushing. Method of Resetting Machine f: 


Operation. 
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For Maximum 
Service—Baker 
Contact Points 


EPENDABILITY and long life 
are the two essentials in a con- 
tact point. This “heart of the 

machine” should function evenly and 
steadily over long periods of time—it 
should not need replacement at fre- 
quent intervals. 

Baker Contact Points are made with 
this principle always in mind and the 
name “Baker” assures that perfect per- 
formance, without constant renewal, 
which is the outstanding characteristic 
of a good contact point. Our contacts 
are made of Platinum, Iridio-Plati- 
num, Silver and Special Alloys. There 
! are sizes and types for all purposes. 


BAKER & CO., INC. 


54 Austin St., Newark, N. J. 
NEW YORK CHICAGO 

















A Considerable Economy 
can be secured in many cases by in- 
stalling STANDARD Steel Tape Armored 
Telephone Cables. They can be laid 
directly in a trench in the ground 
without conduits or other protection 
than their double steel tapes. They 
offer a cheap yet efficient method of 
getting aerial lines underground. 

Our nearest office will send 
complete information. 


Standard Underground Cable Co. 
Division of General Cable Corp. 
General Offices: Pittsburgh, Pa. 

BostoN PHILADELPHIA CHICAGO Sr. Lou!s 

New YorK WASHINGTON DeEtRoItT SAN FRANCISCO 
We manufacture bare and insulated tele- 
phone wires and cables of all kinds. 
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THE “STEWART” DIRECT 
READING TEST CABINET 


Measures shorts, crosses and ground direct in ohms. 
Resistance to trouble is read off the scale the same 
as volts off a voltmeter. 

Any telephone man can install it and use it. Will save 
Many times its cost in a year. 

It costs more to do without the Test Cabinet than to buy one. 


Write for Circular 
Sent on Trial 


STEWART BROTHERS 


Makers of Testing Instruments 
CTrTAWA ILLINOIS 
Also. Test Sets, Cable Testers and Detecto-Meters 
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Make Yourself Expert 
in Telephone Practice 


These five great telephone books 
give you the best and most 
complete idea of what the 
telephony expert must know 


See them FREE for ten days 
Mitchell’s 


Principles and Practice of Telephony 


These five bowuks place thousands of practical facts at your 
command for instant use. 

Beginning with a comprehensive survey of the basic principles 
involved, the author discusses such subjects as telephone appara- 
tus, circuit elements and analysis, typical cord combinations 
telephone puwer plant equipment, coil winding, the toll switch- 
board and toll equipment in the multiple office. 

You learn about toll trunking, the nature and laws of tele- 
phone traffic. machine and automatic ringing, call distribution, 
trunk mechanical switching, mechanical-manual switching, ete 

All these subjects with scores of others, equally important, 
are treated in detail. Illustrations are used freely throughout 
the books, and a comprehensive index enables the reader to put 
his finger immediately on any desired fact. 

To earn an expert’s pay, you know that an expert’s knowledge 
is necessary. With these books you get the combined expe- 
rience of many telephone experts—down in black and white 
with 317 illustrations to help you. 


Examine this great set free 


‘ Nothing we could say about the Home Study Course in 

















Telephony could possibly be as convincing to you as an actual 
inspection of the books themselves. 


You can see these books free 
of charge. We will gladly send 
them to you for your exatmina- 
tion and will pay all necessary 
carriage charges You may keep 
the set and use it absolutely 
FREE for 10 days. 

Look over the books and if 
they are not all we said they 
are return them at our expense, 
If you want to keep them, $2 
in ten days and $2.00 a month 
for five months will pay for 
them. 


Just Mail the Coupon! 


Home STUDY 
COURSE 


IN 
TELEPHONY 





Volumes 
1436 Pages 
317 Lilustrations 














_ 
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FREE EXAMINATION COUPON | 








' 
i McGraw-Hill Book Co., Inc., ’ 
i 370 Seventh Ave., New York. a 
a Gentlemen:—Please send me MITCHELL’S PRINCIPLES AND ' 
§ PRACTICE OF TELEPHONY (shipping charges prepaid), for 8 
g ten days’ free examination. If satisfactory I will send $2.00 in 4 
ten days and $2 per month until $12.00 has been paid if not i 

t wanted, I will write you for return shipping instructions. (Please 
4 write plainly and fill in all lines.) ] 
1 Name ' 
: 1 
1 Home Address ' 
§ City and State.. i 
I Firm or Employer 

! Occupation . —e 
' Tell, 12-3-27 8 


Lcocee@eomone wee -—-"see ewe ef eee oe ee ee eee eee 


Mentioning TELEPHONY gives your inquiry tone 






‘Telephone System on Pacific Liner 


Los Angeles Steamship Co. Liner ‘‘City of Honolulu,’’ Along With Other 
Modern Conveniences and Luxuries, Has a Complete and Up-to-Date Telephone 
Service—Some of the Different Conditions Encountered in Its Installation 


By Mac Harlan, 


Advertising Manager, Kellogg Switchboard & Supply Co. 


There is scarcely a day that we do not 
learn of a new central office installation, a 
new addition to a present switchboard, or 
an old board being modernized by the in 
stallation of improved features. These in- 
stallations are all more or less of a general 
type and for utility use. It is somewhat 
out of the ordinary, however, to learn ct 
a modern telephone installation on an ocean 
liner and it is of unusual interest because 
of the different conditions that must be met. 

The Los Angeles Steamship Co. recently 
added the S. S. “City of Honolulu” to its 
fleet of luxury liners in service between 
Los Angeles and the 
The work on this palatial 


Hawaiian Islands. 
steamer 
done at the yards of the Los Angeles Ship 
Building & Dry Dock Co., San 
Cal., for the Los Angeles Steamship Co., 
under the direction of Pillsbury & Curtis, 
naval architects, and under the personal 
supervision of Walter L. 
that firm. 

In designing the “City of Honolulu” for 
service between Los Angeles and Hawaii 
every effort was made to provide the maxi- 
mum of space and facilities for the passen 
ger’s comfort and enjoyment. 
to wide decks, both 
open for promenades and 


was 


Pedro, 


Martignoni of 


In addition 
glass-enclosed and 
deck-chair 
lounging, the main afterdeck of this steam- 
ship provides exceptional opportunities for 
ill manner of deck sports and games. 
Unusually handsomely 
rated and appointed public quarters are pro- 
vided in the grand dining salon with a seat- 
ing capacity of 330 people. Then there are 
the splendidly appointed music salon, writ- 
ing-room, smoking room, veranda cafe tea 


spacious, deco 





Included in the 
magnificent 
Fompeian tiled swimming pool, equipped 


room and garden lounge. 


luxurious conveniences is a 


with dressing rooms, steam rooms, showers 


was given to the matter of communication 
A contract was entered into with the Kel- 
logg Switchboard & Supply Co. to furnish 
and install a complete telephone system 

consisting of a sin 





gle - position, two 
panel switchboard 
wired for 320 com 
mon battery lines 
with a present equip 
ment of 260 working 
lines. This 
date telephone equip 


up-to 
ment includes four 
jack-ended trunk cir 
with 


cuits night 








The S. S. City of Honolulu, the Latest Addition to the Los An- 
geles Steamship Co.’s Fleet of Luxury Liners in the Los Angeles- 


Hawaii Service. 
and rubbing parlor—and with a handball 
court adjoining. 

Off the boat deck, directly above the ver 
anda cafe tea room, is a fully-equipped 


‘gymnasium in charge of a competent in- 


The 


room, 


also has its 
table 


structor. gymnasium 
rubbing 


equipment in quarters adjoining. 


steam shower and 

Electric passenger elevator service con 
nects all decks. 

Every stateroom has one or two regular 
single beds and nearly 70 per cent of the 
staterooms have either a private or a con- 
necting bath. All 
running water, electric fans, heaters and 
telephones. 

In keeping with the idea of rendering a 
first little 


have hot and cold 


class service, no consideration 


jacks and an auto 
matic calling device 
ten double-lamp su 
pervision cord cir 
cuits, night alarm 
line and supervisory pilot circuits, as wel 
as other common equipment. 

Line terminals, cord 
mounted on a swinging gate inside the 
cabinet to render easy access to all parts 

The board was constructed and assem 
bled under rigid marine 
as a safeguard against moisture and salt 
air. The cabinet was given a heavy waxed 
hand-rubbed outside finish and, in addition 
two extra coats of shellac were applied 
to the inside so as to prevent warping. All 
ironwork was specially treated to prevent 
rust, and all apparatus was mounted with 
brass screws, bolts and washers. 

The relay coils were wound with enam 
eled wire on bakelite spool heads, which 


relays, etc., are 


specifications 


. . RY, . . 
were sterling varnished. ‘All wiring was 0! 














Beautifully Appointed Music Salon of the S. S. City of Honolulu—One of the Vessel’s Many Double Staterooms, Showing Te 


and Other Modern Conveniences. 
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two silk and one cotton insulation, and the 
forms were taped with empire cloth 
wherever they came in contact with the 
iron framework, 

The power equipment consists of two 
sets of Exide marine type enclosed storage 
batteries with rubber jars which are 
mounted in a special battery cabinet. A 
standard power board is equipped with 
voltmeter, ammeter, switches, rheostats, 
fuses, circuit breaker and necessary appa- 
ratus for control of the charging, ringing 
machine, and operation of the telephone 
switchboard. 

The ringing machine consists of a motor- 
generator set, direct-connected on a heavy 
slate base and mounted on the same pipe 
standard that supports the power board. It 
is designed to operate from 115 volts 
direct current, furnished by the ship’s 
generators. 

All power wiring was pulled in conduit 
as an added protection against fire. 

The wiring of the steamer was carried 
out on the same basis as a large hotel or 
ofice building. Cables from the switch- 
board rack were distributed to convenient 
terminal points on each deck and from the 
various terminals, carried to the staterooms 
by means of lead-encased rubber insulated 
telephone wires. 

All wiring, including the cables, is of the 
lead-covered type; and wherever the lead 
covering was removed at terminals or sta- 
tions, the exposed ends were treated with a 
moisture-proof compound. All cabling and 
wiring had to be concealed between decks 
and securely fastened to prevent chaffing 
because of vibration. 

A considerable problem was encountered 
in running the cables and service leads. 
Practically every two feet it was neces- 
sary to drill through the iron beams of 
the ship and, as an added precaution, the 
hole through each beam was lead-bushed to 
prevent any damage from vibration. The 
cable between beams was strapped to the 
steel plates of the ceiling above by brass 
machine screws and Long Saut cable 
lamps which were lined with lead strips 
as an added precaution. 

Provisions for trunk connections to land 
exchanges were made for the use and con- 
venience of passengers and officers while 
the boat is in port. Consideration had to be 
given to the difference in equipment used 
at Wilmington, Calif., her home port, and 
Honolulu, Hawaii, her mid-Pacific port. 
Four trunks in all were provided; two for 
manual service at Wilmington, and two of 
the automatic type for use while in the 
port of Honolulu. 

All four trunks were carried to either 
side of the boat and terminate in heavy 
brass moisture-proof jack boxes. A long 
Moisture-proof extension cord with plug 
‘ccommodating two trunk lines was pro- 
Vided so that immediately after docking, 
the shiy’s switchboard can be connected to 
the city trunk lines. 

The 5. §. “City of Honolulu” provides 
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for the accommodation and the most com- first trip was made a gala event and in 
prehensive entertainment of 445 first-class cluded the annual excursion of the Los 
passengers. Her richly appointed de luxe Angeles Chamber of Commerce to the Ha 
suites, comprising bedroom, sitting room, waiian Islands. Every convenience for the 
and bath, and all her handsomely furnished entertainment of the excursionists was pro 
and decorated staterooms, which are un- vided. Even a broadcast station was pro 
usually spacious, high-ceilinged, and well vided under the supervision of “Uncle 
ventilated, demand a telephone instrument John,” popular announcer of KHJ of the 
that harmonizes with the beauty of the “Los Angeles Times.” 

rooms and gives the best of service. For 
this reason, Kellogg desk-type grabaphones 
with the new enclosed type desk set boxes 
were installed. 


A close inspection of the palatial steamer 
as she was about to steam out of Los 
Angeles harbor convinced many visitors 
that the Los Angeles Steamship Co. is 

The S. S. “City of Honolulu” made its doing everything possible to maintain its 
maiden voyage on Saturday, June 4, 1927, established reputation for complete, effi 
and is scheduled to sail every 28 days. The cient, and courteous service. 





Portable, too— 


The burdensome bulk usually associated with 
testing devices, has been greatly eliminated in the 
construction of the West Test Set. Each individual 
part is carefully designed to insure light weight 
without sacrificing strength or durability. It is 
truly a portable set. 


The size—&8x8x4 inches, is only slightly larger 
than the ordinary bell-box. The weight—934 lbs.— 
is about the same as the average tool kit. The long 
leather shoulder strap furnished with each West 
Test Set, enables the lineman to conveniently carry 
it up the pole as well as on the ground. 





All tests can be quickly and easily made under 
any conditions with a West Test Set. 


The light weight and compactness of the West 
Test Set are added reasons for its popularity with 
linemen. 


Send for Bulletin illustrating and 
describing every test that can be 
made with this efficient device. 


State and 64th Streets 
Chicago, U. S. A. 











oY Licensee and Distributor 
of 


The West Test Set 


Mentioning TEI].EPH ONY gives your inyuiry tone. 
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Telephone and Telegraph Prog- 
ress in Palestine. 


Considerable progress in developing and 
extending telephone and telegraph lines in 
Palestine has been made during the past 
five years, according to James F. Hodg- 
son, U. S. commercial attache, Cairo, and 
O. H. Heizer, U. S. consul, Jerusalem. 
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On January 1, 1926, there were 2,226 
telephone installations in the country as 
compared with 684 in July, 1921. . There 
are 31 central exchanges. The length of 
telephone wire on January 1, 1926, was 
6.925 miles, as against 3,113 miles in July, 
1921. During 1925 there were 10,532,827 
calls registered. The gross revenue from 
the telephone service during 1925 was 
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$180,075. The investment in the telephone 
plant is given as $710,480. The investment 
in the telegraph plant is given as $117,755. 

The use of the telephone both for pri- 
vate and commercial purposes is growing 
rapidly in Palestine in-the rural as wel! as 
the urban districts. Both the telephone and 
telegraph lines touch all towns and _ vil- 
lages of importance in the country. 


What the Commissions Are Doing 


Up-to-the-Minute News Regarding the Activities of State and Interstate Com- 
missions, Courts and City Councils in Matters Concerning Telephone Com- 
panies—Summary of Commission Orders and Schedule ot Telephone Hearings 


Mountain States Acquires Proper- 
ties of Nara Visa Company. 

The Interstate Commerce Commission 
has approved the acquisition by the Moun- 
tain States Telephone & Telegraph Co. of 
the properties of the Nara Visa Tele- 
phone Co. 

The Nara Visa Telephone Co. owned 
ind operated a telephone plart in Quay and 
Union counties, New Mexico, and Hartley 
and Dallam counties, Texas. Because of 
the undeveloped condition of the territory 
served by the Nara Visa company, the 
revenues had been insufficient to permit 
making necessary additions and _better- 
ments. The system was connected with the 
Bell toll lines, but long distance service 
was unsatisfactory because of the poor 
condition of the local plant. 

The Mountain States company upon ac- 
quiring the properties, plans to replace the 
inadequate and obsolete plant with new 
and modern equipment. It clearly appeared 
that the proposed acquisition would result 
in improved local and long distance service 
and the commission therefore approved the 
acquisition. 


American Telephone Co. Not Sub- 
sidiary of United of Abilene, Kans. 
The American Telephone Co., which pur- 
chased the Westmoreland Telephone Co., 
Westmoreland, Kans., is not a subsidiary 
of the United Telephone Co., as was stated 
in the item on page 42 of the November 5 
issue of TELEPHONY. We have been in- 
formed of this by Elliott Belden, director, 
public relations department, The United 
Telephone Co., Abilene, Kans., and also 
that the Westmoreland Telephone Co. is in 
no way associated with the United Tele- 
phone Co. and has no connection with it 
whatsoever. 
Appeal to Federal Supreme Court 


from State Court Decision. 
Attorneys for the Missouri Pacific and 


Northwestern railroad companies have ap- 
pealed to the federal supreme court from 
recent decisions of the Nebraska Supreme 
Court, in which the latter tribunal held 
that the Nebraska State Railway Commis- 
sion, which has jurisdiction over the rates 


and service of all common carriers is given 
by the constitution, powers with which the 
courts cannot interfere, and that it is not 
subject to the direction of the courts. 

The principal points upon which an ap- 
peal is taken are that this makes of the 
commission a super-government, combining 
executive, legislative and judicial powers, 
imposed upon the public utility corporations 
of the state alone, and hence is discrim- 
inatory; and that it makes it possible for 
the commission, since the supreme court 
will not interfere, to confiscate the prop- 
erty of the carriers under the cloak of au- 
thority but without the due process of law 
that the constitution requires in all cases 
where the property of one person is taken 
for the use of the public or of another 
person. 

In the case of the Missouri Pacific the 
controversy involves an order that the com- 
pany throw open to public use a belt line 
railroad in Omaha, which it recently pur- 
chased, and which the company says has 
the same status as its side tracks, which 
are for its exclusive use. In the other 
case, the commission ordered the railroad 
company to pay half the expense of putting 
in an underground crossing so that a Knox 
county farmer may run his cattle through 
between his barns and his pastures. In 
both cases the order is avowed to be con- 
fiscatory in character and results. 


Lincoln T. & T. Asks for Increased 
Rates at Wymore, Neb. 

The Lincoln Telephone & Telegraph Co. 
has asked the Nebraska State Railway 
Commission for permission to adopt an 
increased schedule of rates for its Wymore 
exchange, after it has invested a net of 
$18,220 additional in the property. 

The petition sets out that the present 
headquarters building is hazardous and in- 
adequate, and that the company desires to 
erect a new permanent structure in which 
to house new equipment. It will also ex- 
pend considerable money in putting up new 
cable and otherwise bettering service con- 
ditions. 

The book cost of the present plant, which 
serves 628 patrons, is $43,311, upon which 
the company is earning under the 


present rates but 2.7 per cent, with rev- 
enues of $16,098 and expenses of $14,893 
When the new property is in place the 
company will have property with a book 
cost of $61,532, with a present fair value 
of $75,000. 

The company desires to increase indi- 
vidual business rates from $3.25 to $4.00, 
and residence rates from $2.00 to $2.25 for 
individual lines, with other residence serv- 
ice at $1.75. It proposes to leave business 
extensions at $1.00 a month and residence 
extensions at 50 cents. It will make no 
change in rural business, ten to a line, of 
$2.25. 

The new rates will give it $187.25 more 
revenue a month, a net of $4,045 for the 
year, which is 6.5 per cent on the book cost 
estimated and 5.4 per cent on a fair value 
of the property. 


Northwestern Bell Authorized to 
Adjust Nebraska Toll Rates. 
The Nebraska State Railway Commis- 

sion has granted approval of an applica- 

tion of the Northwestern Bell Telephone 

Co. of a schedule of long distance rates 

for all points within the state where the 

mileage is in excess of 390 miles. 

The American Telephone & Telegraph 
Co. has announced that, effective Decem- 
ber 1, its rates messages traveling over 390 
miles will be reduced, and the Northwest- 
ern Bell alleged that this will result in in- 
consistencies between its long-haul rates 
and the interstate rates of the American 
company for similar distances, which would 
undoubtedly result in some misunderstand- 
ings of applicant’s patrons, unless corrected. 
This is due to the fact that many of the 
interstate messages originating and ter- 
minating at its exchanges are carried over 
the toll lines of the parent Bell company. 

The new schedules will bring the toll 
tariffs, both intrastate and interstate, into 
line. A complete toll tariff setting forth 
the Bell intrastate rates in Nebraska, as 
they will exist after the new tariff 
made, was attached, and was approve 

The commission says that it has ch 
the proposed tariffs with those on fi! 
finds that they are all for distances 0! over 
390 miles, and all are reductions. No 
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changes are proposed under that figure, 
and since there are few toll routes in Ne- 
praska exceeding that length, the effect 
upon the company’s toll revenues will he 
negligible. Uniformity being desirable, 
and all being reductions, the commission 
decided no hearing was necessary. 


Stockholders to Settle Dispute at 
Annual Meeting. 

The Nebraska State Railway Commis- 
sion has been notified that its services will 
not be required in the dispute between 
stockholders of the Bartley Mutual Tele- 
phone Co., the complaining parties, William 
Wight and E. J. DeArmond writing to say 
that the company is to have an annual 
meeting in February and that there the 
matter will be settled. 

The directors of the company, finding it 
impossible to collect rentals promptly and 
not desiring to raise rates, asked the com- 
mission for authority to put in a schedule 
of gross rates, which would have the ef- 
fect of penalizing, 25 cents a month, de- 
linquents in the various classes of service. 
The complainants said this action had been 
taken without authority of the stockhold- 
ers, and they were quite indignant about 
what they thought was a usurpation of 
powers. 

The commission has urged this policy 
upon companies, and those which have 
adopted it have found it effective. The 
commissioners regard it as sound business 
policy, as the average rural and small town 
companies, because they seldom push col- 
lections since they have no machinery for 
doing so, where gross and net rates are not 
in effect, carry patrons an average of five 
or six months. 


Oppose Higher Rates; Prefer Serv- 
ice From Nearby Towns. 

Town pride was largely responsible for 
the opposition manifested by the people of 
Endicott when the Nebraska State Rail- 
way Commission journeyed there to hold 
a hearing on the application of the Lincoln 
Telephone & Telegraph Co. for authority 
to sharply increase rates. The company 
offered the alternative of the 61 patrons 
choosing to be served from either the Fair- 
bury or Steele City exchanges. 

After the hearing was over, a confer 
tnce between the representatives of the 
company and the people who were most 
interested was held. It is probable an.ar- 
fangement will be made whereby the ex- 
change may be closed and service given 
'rom cne exchange or the other. On a 
showins of hands on the proposal, all but 
‘wo voted to be connected with Fairbury, 
which is a city of 7,500. 

The company sought to close the ex- 
change once upon a time, and this resulted 
in the representative of that county getting 
the law through which prohibits abandon- 
ment unless by a petition of, 60 per cent 
of the users. It limits the law’s applica- 
ton to companies having ten or more ex- 
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changes, which lawyers say is a discrim- 
ination that makes the law invalid. It has 
been scrupulously obeyed by the three 
companies affected. 

The Lincoln company serves 61 patrons 
at Endicott, a number of farm patrons 
having changed to Fairbury connections in 
the past few years. There are but six busi- 
ness and 23 residence telephones. The 
revenues are around $1,100 a year, of which 
the operator gets $960. Testimony of the 
company was to the effect that it has been 
losing from $600 to $700 a year for the 
last six years. 


It will insist on a schedule that will at 
least pay out-of-pocket costs, but would 
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rather put the subscribers on party lines 
with one or the other of the exchanges. 
One objection was that unless all choose 
the same exchange, neighbors would have 
to pay tolls to talk to one another in some 
instances. 


Authorizes Special Rates Per Call 
for Non-Subscribers. 

The Nebraska State Railway Commis 
sion has added a new item to telephone 
tariffs in passing upon the application of 
the Continental Telephone Co. for authority 
to make non-subscriber rates for the com- 
panies in southwestern Nebraska that it 
recently purchased at Beaver City, Wil 
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Tractor-Mounted 
| Buda-Hubron Earth Drill 


HIS combination of a Fordson tractor with an 
extended frame and the Buda-Hubron earth 
drill has been built to meet all the requirements of 


It loads—hauls—digs the holes and sets the poles. 
Special wheels make it equally suited for highway 


Will handle with ease 75-foot poles. 


Write for further data 
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sonville, Alma, Bloomington, Hildreth and 
Franklin. 

The commission found reasonable a re- 
quest of the company that it be permitted 
to charge five cents for every call between 
stations on the same exchange when made 
by non-subscribers, and 2% cents a call 
when a non-subscriber calls 50 or more 
stations in succession. This latter service 
is much favored by agents who have found 
that they save money by using the tele- 
phone, either to make appointments or to 
close sales, and when the calls are to coun- 
try subscribers, even to sell goods when 
they are known. 


Cammack & Co., Chicago, Buy 
More Oklahoma Exchanges. 

Sale of several Independent telephone 
properties in Oklahoma to H. M. Cammack 
& Co., of Chicago, has been authorized by 
the Oklahoma Corporation Commission. It 
is understood that the properties will be 
operated by the Southwest Telephone Co., 
which recently acquired several exchanges 
in Southwestern Oklahoma with Oklahoma 
headquarters at Frederick, and also oper- 
ates a number of properties in Arkansas. 

The properties acquired are at Manitou, 
Texola, Loco, Randlett, Comanche, Has- 
tings, Chattanooga, Wagoner, Morris, 
Grandfield, Temple, Devol, Purcell, Erick, 
Prague, Meeker, Wetumka, Harrah and 
Tecumseh. The reason assigned for con- 
solidation of the properties is that they can 
be operated more economically and effi- 
ciently under one general management than 
separately. 


Commission Authorizes Refinanc- 
ing Upon Property Values. 
The Comstock Telephone Co. has been 
given authority by the Nebraska State 
_ Railway Commission to issue $5,000 of 
mortgage bonds and $3,000 of new stock. 
It also allowed it a 100 per cent stock divi- 

dent of $2,555. 

The balance sheet of the company 
showed assets of $25,688, and on the other 
side of the ledger debts of nearly $8,000, 
depreciation reserve of $9,447 and surplus 
reserve of $6,594. The proceeds of the 
stock and bonds will clean up all debts, 
part of these being in the form of a chattel 
mortgage. 

The commission’s engineering depart- 
ment made a physical valuation in 1925, 
showing an investment of $24,613 and a de- 
preciated value of $16,391. Considerable 
money has been spent on the plant since 
then. With the new securities sold, the 
liabilities and assets will properly balance. 
As the constitution forbids any dividend 
being declared except out of net earnings, 
it was necessary to investigate if earnings 
had been put back into plant. The commis- 
sion finds that they have been. 

Ordinarily during a period of rebuilding 
involving the replacement of a large 
amount of plant, the depreciation reserve is 
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reduced rather than increased, as in this 
case, but it was found that the manager’s 
salary has all been charged to commercial 
expenses, when a considerable part of his 
time was spent in rebuilding. Such prac- 
tices would reduce profits and permits of 
accumulations in the depreciation reserve, 
since an allowance has been made for both 
maintenance and replacements, and is in- 
cluded as an item of expense whether ex- 
pended or not. These irregularities in ac- 
counting will be corrected for the future. 


The company has followed the practice 
of giving notes for money expended for 
plant, instead of selling stock, hence the 
low figure of $2,555 at present. This led 
finally to the present necessity of refinanc- 
ing. The growth in plant is found to be 
clearly in excess of the notes and stock 
issued, and it is reasonable to assume, says 
the commission, that the excess plant, at 
least to the extent of the proposed divi- 
dends, has been built from revenues or 
profits. The surplus remains at $4,000. 


The stock dividend will not become avail- 
able until the 60-day notice required by 
the constitution has been given, but the 
preferred stock authorized will be sold 
locally and will draw 8 per cent. The bonds 
are to be sold at not less than 95. 


Andover Electric Company Sold to 
Northeast Ohio Company. 

The Andover Electric Telephone Co. has 
been authorized by the Ohio Public Utili- 
ties Commission to sell all of its property, 
rights and other assets to the Northeast 


Ohio Telephone Co. for a consideration 
of $39,642.52. 


The Northeast Ohio company was au- 
thorized to issue its 6 per cent preferred 
capital stock of the par value of $10,000, 
and its first mortgage, 6 per cent bonds of 
the principal sum of $43,000 securities, to 
be sold for the highest price obtainable, but 
at not less than par value thereof, the pro- 
ceeds arising from the sale to be used as 
follows: $39,642.52 for the payment of 
the capitalizable consideration to be paid 
for the property of the Andover Electric 
Telephone Co., and the balance tor the re- 
imbursement of its treasury for and on ac- 
count of capital expenditures. 


The commission found that a contract 
had been entered into whereby the North- 
east company had agreed to purchase the 
property of the Andover company for a 
consideration of $43,000. For purchase and 
sale purposes the value of all the property, 
rights and other assets of the Andover 
company was not less than $39,642.52, and 
the sale and purchase should be approved 
with the understanding that the capitaliz- 
able consideration should be the latter sum. 

The commission further found that the 
Northeast company had expended, within 
the five-year period next prior to the date 
of filing the application and to and 
including June 30, 1927, from its treasury 
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for the construction and provision of ad- 
ditions, extensions and improvements to 
its property, the sum of $15,037.08, no 
part of which had been obtained by the 
issue of stocks, bonds, notes or other evi- 
dences of indebtedness. 


The issue by applicant of preferred 
capital stock in the amount of $10,000 
and bonds in the amount of $43,000, the 
commission found, was reasonably required 
for the purpose of securing funds with 
which to pay the purchase price of the 
property herein authorized to be purchased 
and for the purpose of reimbursing its 
treasury. 


Mountain States Company Seeks 
Revision of Utah Toll Rates. 

Revision of intrastate telephone toll 
charges in Utah is sought by the Moun- 
tain States Telephone & Telegraph Co. in 
a recent application filed with the Utah 
Public Utilities Commission. 

Changes proposed will not affect the 
greater portion of intrastate tolls since 
proposed changes are limited to rates of 
over $3 and over distances of more than 
268 miles. 

The present practice of quoting rates 
in multiples of five cents on_ initial rates 
of $3 or more and overtime rates of $1 is 
not in accord with general commercial prac- 
tice and is criticized in the company’s ap- 
plication as too great a rate refinement. It 
is this practice the company seeks to change 
in its application substituting for the five- 
cent multiple a multiple of 25 cents. 


The effect of the changes as outlined in 
the application will be to increase two of 
the 627 toll rates now in effect in the state 
by five cents; increase two others by 10 
cents; reduce 79 others in amounts from 
five to 35 cents. The remaining 544 rates 
will not be affected by the changes pro- 
posed. 

The company asked for permission to 
put the new rates into effect not later than 
December 1. 


Company With One Subscriber 
Authorized an Increase in Rate. 
The Prentice Mutual Telephone Co., of 

Prentice, Wis., was recently authorized by 

the state commission to increase its rate 

for service in the village of Catawba from 
$1 net per month to $3 net per month. 

Only one subscriber is served by the 
company at Catawba and this station is lo- 
cated about 6% miles distant from the 
nearest station at Pennington on a nine- 
party line extending from Prentice to Ca- 
tawba. The line was originally attached to 
poles owned by the Chippewa Valley Tele- 
phone Co. but now owned by the Wiscon- 
sin Telephone Co. and the annual cost for 
pole contacts of 5 cents each and switch 
ing charge of $3 per telephone have been 
increased to 15 cents per contact and % 
per year per telephone. 
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Summary of Commission Rulings 
and Schedule of Hearings. 
INTERSTATE COMMERCE COMMISSION. 

November 4: Joint application approved 
of the acquisition by the Mountain States 
Telephone & Telegraph Co. of the proper- 
ties of the Nara Visa Telephone Co., 
which operated in Quay and Union coun- 
ties, New Mexico, and Hartley and Dal- 
lam counties, Texas. 


INDIANA. 

November 25. Petition filed by the Citi- 
zens Telephone Co., for approval of an in- 
crease of rates at Clay City, Brazil and 
Center Point. 

KANSAS. 

November 17: The Natoma Central 
Telephone Co., authorized to install the 
following schedule: $2.50 a month for in- 
dividual business telephones, $1.35 a month 
for individual city residence and $1.35 a 
month for rural party line service. The 
new schedule is made conditional on the 
company installing 24-hour service. 

November 22: Hearing at Langdon in 
the matter of the increase of rates asked 
by the Langdon Telephone Co. 

MINNESOTA. 

December 7: Hearing at Northfield in 
the matter of the application for approval 
of the purchase of all physical assets of 
the Northfield Telephone Co. by the Tri- 
State Telephone & Telegraph Co., the 
cancellation of all rate schedules of the 
Northfield Telephone Co. and the making 
applicable of the appropriate schedules of 
the Tri-State company in the areas af- 
fected. 

NEBRASKA. 

November 21: On application of pro- 

testants against increased rates at Wymore 
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exchange of the Lincoln Telephone & Tele- 
graph Co., hearing postponed until such 
time as the commission can make a valua- 
tion of the property. 

November 22: Application of the Con- 
tinental Telephone Co. for authority to 
fix non-subscriber call rates at exchanges 
of its recently purchased companies, with 
headquarters at Beaver City, Alma, Bloom- 
ington, Wilsonville, Hildreth and Franklin, 
found reasonable and granted. 

November 24: Complaint filed by Har- 
vard Community Club against Lincoln 
Telephone & Telegraph Co. alleging un- 
lawful application of gross and net rates 
schedule to rural service. 

November 24: Dismissal by E. A. 
Wight and others of complaint against 
Bartley Mutual Telephone Co. alleging 
disregard of stockholders’ rights by di- 
rectors in securing gross and net rate 
schedule. 

November 26: Application of the Com- 
stock Telephone Co. for authority to is- 
sue stock dividend, $3,000 additional stock 
and $5,000 of bonds; held to be necessary 
for corporate purposes and justified by in- 
vestment, and request granted in all re- 
spects. 


NortH CAROLINA. 


November 15: Resolution filed request- 
ing the corporation commission to defer 
any action in connection with the petition 


of the Hickory Telephone Co. for an in- . 


crease of service rates to its patrons until 
the citizens of Hickory could have a 
chance to be heard. 

The Hickory Telephone Co. in petition 
to the corporation commission states that 
the company for a number of years has 
suffered an actual loss annually on account 
of the numerous improvements made from 
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time to time, the rates remaining the same 
during long periods. 
OHIO. 

November 14: Andover Electric Tele- 
phone Co. authorized to sell all of its 
property to the Northeast Ohio Telephone 
Co. for a consideration of $39,642.52. 
Northeast Ohio company authorized to is- 
sue stock in payment for the property. 

OKLAHOMA. 

November 10: Application filed for an 
order to compel the Southwestern Bell 
Telephone Co. to re-establish service for 
Bert C. Hodges of Okmulgee while the 
dispute over his account was pending. 

UTAH. 

November 10: Application filed by 
Mountain States Telephone & Telegraph 
Co., seeking a, revision of intra-state toll 
rates to accord with general commercial 
practice. 

November 14: Petition filed by Moun- 
tain States Telephone & Telegraph Co. for 
authority to increase rates on its Logan 
exchange. The company represents that 
its business has increased during the last 
12 years from 1,405 to 2,141 subscriber 
stations, and with this increase and the in- 
creasing demand for telephone service it 
has been necessary to greatly increase the 
investment in the plant and equipment and 
also increase the carrying charges and ex- 
penses of rendering the service. 


WASHINGTON. 
December 13: Hearing at Oakville on 
‘the valuatidn rates and service of the 


People’s Utility company, furnishing tele- 
phone service to Elma, Oakville, Chehalis 
and vicinity. The hearing is occasioned 
by a complaint of patrons against a new 
tariff requiring guests to pay for tele- 
phone calls. 
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| The vast experience thus obtained 
would prove as valuable to you as 
it is to the other telephone com- 
panies we have served continuous- 
ly for that long period of time. 


In addition, you would undoubt- 
edly reap further advantages in 
material reductions of costs. 


Send us copies of some of your 
forms, with your approximate an- 
nual usage, and we will gladly 
quote prices on any quantity. 





Giennon & Kern 
®©°26-636 South Clark Street 
L_ 





Chicago, Illinois 

















Prepare 
For Your 
Winter 
Needs of 


Furnaces 


POREOD  eeccticeetinis 
B 


Tel. Furnace, 
Kerosene-Gasoline. 


RDER the “ALWAYS 
RELIABE”’ for the 
best and longest service. 
It has a good, long- 
standing reputation 
and is fully guaranteed 
as to quality and merits. 





Most jobbers stock. 
Others will gladly order for you. 
Stocks in Newark, N. J., 
New York City, Chicago, 


and San Francisco. 


OTTO BERNZ CO. INC. 


NEWARK, N. J. 
Established 1876 


Offices in Newark, N. J., 
New York City, Chicago, 
Fort W orth, Denver, 
Helena, Mont., San Fran- 
cisco, Los Angeles, Seattle 
and St. Thomas, Ont. 
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LONDON, &nc. 


TELEPHONE EXCHANGES 





ALTON BATTERIES 


6,000 AMPERE HOURS 
CAPACITY 


ARE AT WORK, INCLUDE:— 


LONDON WALL 
KENSINGTON 
PADDINGTON 

VICTORIA 
NEW CROSS 
WATERLOO 

GERRARD 

MUSEUM 
PARK 


etc., etc., etc., etc. 


FOR IMPORTANT DUTIES 


SPECIFY 4| TON 





ATTERY ALTON 
A LT ON COMPANY HANTS 
Sa iTo = Oe 








Condensed Telephone News 


Officers of Companies Are Urgently Requested to Forward to Us Promptly 
All Financial and Other Statements as Soon as Issued and Any Items Relat- 
‘ing to Construction, Rebuilding, or Changes in Their Plants and Systems 


Incorporations and New Telephone 
Companies. 


Et Dorapo, ArkK.—The Union Telephone 
Co. of El Dorado has filed articles of in- 
corporation giving the capital stock at 
$50,000. D. E. Raney, J. W. Carter and 
J. K. Mahoney are the incorporators. 

Fancy Farms, Ky.—The Peoples Tele- 
phone Co. has been incorporated by S. T. 
Ross, C. I. Carrico and E. F. Cash. 

DEFIANCE, Ou10 — The Northwestern 
Telephone Co., has been incorporated with 
1,400 shares no par and $140,000 preferred 
by George C. Dirr, James S. Phillips, Her- 
man B: Tenzer, Wright G. Lehman, Bart- 
lett J. Emery. 

PEEBLES, OuIo. — The Adams County 
Telephone Co., with headquarters at 
Peebles, has been chartered under Ohio 
laws with an authorized capital of 2,200 
shares of stock, of which 1,000 shares 
are common, no par value designated and 
1,200 shares are preferred with par value 
at $50 per share. The company is author- 
ized to buy, lease, construct and maintain 
as well as operate telephone lines and ex- 
changes. The incorporators are Anna L. 
Humphrey, Ernest J. Humphrey, Charles 
E. Condon, Cora Condon and Myrta Mc- 
Coffin. 

PomMERoy, Ou10—Papers have been filed 
with the secretary of state chartering the 
Pomeroy & Middleport Telephone Co., with 
a capital of 250 shares of common no par 
value stock to purchase, acquire, hold, 
convey, lease, mortgage and dispose of 
telephone lines and exchanges. The com- 
pany is also authorized to operate and con- 
struct telephone lines and exchanges. The 
company is incorporated for the purpose of 
taking over several telephone companies in 
and around Pomeroy. The incorporators 
are: Elizabeth Wettlin, P. J. Cooperider 
and Ward H. Snook. 

New Braunrfe.ts, TEXAs—The Danville 
Telephone Co. has been incorporated with 
a capital stock of $1,200. The incorporators 
are Alvin Schaefer, L. E. Kneupper and 
Edwin Sahm. 

Honpo, TeExas—The Rio Hondo Tele- 
phone Co. of Medina county has been in- 
corporated with no capital stock. The in- 
corporators are QO. E. Lacy, Henry Frerichs 
and Henry Deinweber. 


Franchises. 

Corninc, lowa. — Corning Telephone 
Co., operated by John A. Anderson, 
has been granted a franchise to operate in 
Corning, for the next 25 years. The fran- 
chise was granted at a special election by 
a large majority. 

Construction. 

Rocers, Ark.—Through the coopera- 
tion of the citizens of Rogers, the farmers 
on Prairie Creek and the Southwest Pow- 
er Co., a new telephone line has been 
completed between here and War Eagle, 
a fishing and hunting resort 15 miles east 
of Rogers, known to hundreds of tourists 
who heretofore have been completely shut 
off from the outside with neither train 
nor telephone service. 

BAKERSFIELD, CAL.—Extensions of un- 
derground and aerial cables costing $40,- 
000 will be made here by the Pacific Tele- 
phone & Telegraph Co. 

Los ANGELES, CaL. — Expending over 


* $28,000, the Pacific Telephone & Telegraph 


Co. is to begin work soon on the new 
Oceanside telephone building to house new 
central office equipment. 

Lonewoop, Fra.—A_ $15,000 dial ex- 
change, to be operated from Orlando, is 
now under construction here, and accord- 
ing to telephone men in charge, should be 
ready for service not later than Decem- 
ber 15. 

FARMINGTON, ILL. — The Farmington 
Telephone Co. is placing its cables and 
wires underground here in the business 
section. 

Huntincton,. InNp.—New poles and 
cables are being installed by the Indiana 
Bell Telephone Co. here, to enlarge the 
service in the north section of the city. 
George E. John, manager of the district, 
announced that work is scheduled to be 
completed by the end of the present year. 
Thirty-six thousand seven hundred feet of 
cable ranging from 600 pair to 26 pair is 
to be installed, much of it underground. 
According to Mr. John, the company 
intends to rebuild the lines in the south 
section of the city next year. 

Wuitessurc, Ky.—The Southern Bell 
Telephone & Telegraph Co. is renovating 
its system here at a cost of $25,000. 

Detroit, Micu.—Directors of Michigan 











Atlanta \ 
Baltimore 

Boston 
Buffalo 
Chicago 
Cincinnati 
Cleveland 
Dallas 
Detroit 
Indianapolis 
Kansas City 
Los Angeles 
Milwaukee 
Minneapolis 
New Orleans 
New York 
Philadelphia 


© Investigations 
Valuations 


Reports 


The AmericanAppraisal Company 





Pittsburgh 

San Francisco 

St. Louis 

Syracuse 

Seattle 
Washington, D.C. 
Berlin, Germany 








A National Organization 





3ell Telephone Co. have approved esti- 
mates for extension to the plant totaling 
$4,081,000. This is divided, $2,185,000 for 
Detroit and $1,896,000 for outstate. In- 
cluding estimates approved at previous 
meetings, this makes a total approval so 
far this year of $24,471,000, divided $13,- 
320,000 for Detroit and $11,151,000 for 
out-state territory. 

Duranpb, Micu.—Work has started on 
a $40,000 project by the Union Telephone 
Co. that will give Durand. complete and 
up-to-date telephone equipment and service. 
A crew of 20 men is quartered here during 
the construction work which will take two 
or three months. 

TEKAMAH, NeB.—Telephone line repairs 
and replacements which are expected to 
take at least 60 days to complete were 
started in Tekamah by the Northwestern 
Bell Telephone Co. recently. 

The project involves the rebuilding of 
14 blocks of pole line in the western part 
of the city and the placing of 3,150 feet 
of cable and removing of 1,950 feet of 
small-sized cable for a larger kind. 

Newark, N. J.—The board of directors 
of the New Jersey Bell Telephone Co. at 
a meeting held recently made their first 
appropriation for that company as an all 
New Jersey corporation, providing $964,- 
490 for new construction work and the 
expansion of existing plant in various 
parts of the state. 

This increases the total appropriations 
for expenditure this year and immediate 
subsequent years for telephone construction 
throughout the state of New Jersey to 
over $26,000,000. 

MiIpLAND, TExas.—The Alderman Tele- 
phone Co. of Dallas has announced a new 
exchange building for Midland. The build- 
ing will house the new automatic system 
to be installed. 

Workmen are now building lines into 
Midland’s five new city additions. More 
than 100 per cent increase in the number 
of telephone users has been recorded in 
the last nine months. Midland is now the 
operating toll center for all of the oil 
field area of the Midland fields in Upton, 
Crane and Winkler counties, as well as 
other surrounding counties. 


Miscellaneous. 


Montezuma, Ga.—C. F. Bunn, presi- 
dent of the Montezuma Telephone Co. has 
announced that the Montezuma company 
recently bought the Houston County Tele- 
phone Co., located at Perry. Mr. Bunn 
states that there will be no change in the 
management of the company purchased 

Freeport, Irt.—The sale of the Free- 
port Telephone Co., recently reported, does 
not refer to the Stephenson County Tele- 
phone Co. of which George X. Cannon 
is manager. There is a Freeport Tele- 
phone Co. in Ohio which is probably the 
property referred to. ; 

Lake View, Iowa.—P. H. Lyday, 0! 
Lake View, who has owned and oper- 
ated the Lake View Telephone Co. 10F 
several years, has sold his title to the 
company to the Central West Public 5er- 
vice Co. 

Pierson, Iowa.—The Pierson Telephone 
Exchange, owned by the Bank of Pierson, 
G. H. Hatfield, receiver, has been sc!d to 








ae 


of 


tors 
. at 
first 

all 
64.- 

the 
ious 


ions 
liate 
‘tion 
y to 


Pele- 

new 
uild- 
stem 


into 
[ore 
mber 
d in 
, the 
> oil 
pton, 
ll] as 


yresi- 
. has 
pany 
Tele- 
Bunn 
n the 
d 
Free- 
does 
Tele- 
innon 
Tele- 
the 


vy, of 
yper- 
for 
the 
2 


hone 
rson,, 
ld to 





December 3, 1927. 


OPPORTUNITIES: 


Rates 8 cents per word, payable in advance. 





TELEPHONY 
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Minimum charge $1.50 for 18 words or less. 





“REBUILT” TELEPHONE 
APPARATUS 
and exchange equipment saves you W 
te 50 per cent—quality and efficiency 
guaranteed. 
EVERYTHING YOU NEED 


for the installation and operation of a 
complete exchange—Magneto or Cen- 
tral Energy. 


TWENTY YEARS’ SUCCESSFUL 
OPERATION 


ef our “Rebuilt” Equipment Depart- 
ment puts it past the experimental 
stage. Ask for our Free No. 78 Bar- 
gain Bulletin. 


ADDRESS 
“Rebuilt” Equipment Department 


Premier Plectric [ompany 
Chicago, II. 


“REBUILT” when connected with 
PREMIER means something. 


RECONSTRUCTED EQUIPMENT 


Stromberg 4-bar Bdg. hand Generators, 
complete @ $2.25 
Western Elec. No. 20 desk stand with 





Western, Kellogg. Dean or Monarch 
Trans. and slip type Bipolar Rec. and 
Connecticut 3-bar, 1000, 1600 or 2500 


ohm concealed cord wiring signal 
Se bisa bane aba Cid ences oe ese a 9.25 
Western Elec. No. 20 C. B. desk stand 
with Kellogg, Western Elec., Dean or 
Monarch Trans and Slip type Bipolar 
Rec. complete with Stromberg Straight 
line Wood signal set equipped with 
Booster Ind. Ckt. 
Kellogg No. 39 C. B. Desk set complete 
with No. 75 Straight line steel bell 
cen ke LEER ee ee 6.50 
Stromberg No. 357 C. B. Straight line 
steel hotel sets with Booster Ind. coil 
ene a OEP SC 
Kellogg No. 28 magneto desk set with 
Connecticut 3-bar, 1000, 1600 or 2500 
ohm Concealed cord wiring signal 
Oe cine cca daneatheneeaekescs xs 9.50 
Western Elec. Ball type combine line 
_drops and jacks, per strip of 5 @.... 7.5( 
Kellogg Local or C. B. Transmitters 
coumenete with new mouthpieces and 
aACKS 


-0 


oo... Write for Our Bulletin 
REBUILT ELECTRIC EQUIPMENT CO 


Not Ine. 
1940 W. 21st St., Chicago 
WANTED 


PROGRAM SERVICE TO 
TELEPHONE SUBSCRIBERS 
I am going to devote some time to in- 
stalling and developing Program Serv- 
ice for telephone companies. If inter- 
ested in securing additional income, 
write J. A. Gustafson, Fredonia, Kansas. 




















HAVE YOU ANY OLD TELE- 
PHONE EQUIPMENT 
TO BUY OR SELL? 


Then try the “Opportunities” page in 
TELEPHONY for it will ghee you 
quick and pleasing results, as the fol- 
lowing letter from the Manteca Tele- 
phone Co., Manteca, Calif., testifies: 


“Enclosed please find check in payment 
invoice for classified edvertisemnedt. wes 
Sine results from the advertisement as is 
usual in good old TELEPHONY.” 


We receive many similar letters 
every day. 





WHY DON’T YOU GIVE ITA TRIAL? 













RECEIVERS 


HIGHEST GRADE BI-POLAR RE- 
CEIVER, bakelite shell and cap, 
new cord for use on common bat- 
tery or magneto phones........... $0.85 

CENTRAL ENERGY 
EQUIPMENT 
Common Battery 
KELLOGG No. 39 desk stands only, 


complete with new cords.......... $4.00 
KELLOGG No. 97 desk stands only, 

complete with new cords........... 5.00 
KELLOGG No. 39 desk sets, with No. 

75 signal boxes (steel)............ 6.006 
KELLOGG No. 39 desk stand, No. 259 

steel signal box, harmonic ringer... 6.50 


KELLOGG No. 97 desk sets, with No. 
75 steel signal box...... 
KELLOGG No. $7 desk stand, No. 
259 steel signal box, harmonic ringer 7.50 
KELLOGG No. 97 desk stand, with No. 
408 wood signal box (late type), 
Cs Ee PED neds ceeddecoces 6.75 
ris SME ccccwcteceaes _ee See 
KELLOGG No. $7 desk stand with 
No. 404 steel signal box 7 
KELLOGG steel hotel sets, straight 
line or harmonic ringer, retard coil 


line or harmonic ringer, induction 
We. Oe n50060060 240000 bd0%% aa 7 
KELLOGG No. 39 desk stand, with 
No. 408 wood signal box (late type), 
SR. He SE ccccucccscecoces & 


Dee SOND  o650060640000086s 6.25 
DEAN late type non-breakable desk 

stands complete with induction coil 

ae ee Cee .cccoveenetsecanssae 3.75 


DEAN late type non-breakable desk 
sets, steel or wood signal boxes, 
straight line or harmonic ringer... 5.25 

STROMBERG-CARLSON ball swivel 
type desk stands, with induction 
coil, new cords 4.25 

STROMBERG-CARLSON ball swivel 
desk sets, with wood signal boxes 
straight line or harmonic ringer... 5.75 


Electrical Instrument Repair Co, 


1721 West Adams St. Chicago, III. 

















A BARGAIN 


American Electric Co. 
compact magneto wall 
bridging telephones with 
big 4 bar generator and 
1600 ohm ringer, com- 
plete and tested 


$5.00 


Refinished cabinet, etc. 


$6.50 


BUCKEYE TELEPHONE 
and SUPPLY CO. 


30 W. Spruce Street 
* COLUMBUS, OHIO 
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WANTED 


Get your Telephone Repair 
Work done at the old reliabie 
Telephone Repair Shop 
SUTTLE EQUIPMENT CG , 


Lawrenceville, Illinois. 











TELEPHONES and Telephone Apparatus of 
ll Makes Repaired. 
Used Equipment Purchasedand Exchanged. 
THE TELEPHONE REPAIR SHOP 
6966 Ravenswood Ave., Chicago, IIl. 








FOR SALE 


FOR SALE—If you want to purchase 
or sell a telephone property, write H. B. 
Crandell, P. O. Box 226, Springfield, Ill. 


FOR SALE—System of two telephone 
exchanges. Own 400, switch 90 stations. 
Available December Ist. Address Box 
406, Drayton, N. D. 


FOR SALE—Stromberg No. 113 and 
No. 114 multiple jacks, also No. 120 lamp 
jacks, 10 per strip, like new, $2.00 per 
strip. CORWIN ELECTRIC CO,, 


Indianapolis, Indiana. 














FOR SALE—Telephone exchange of 
slightly more than 300 subscribers. 
Rates: business, $2.50; city residence, 
$1.50; rural residence, $1.50. Plant in 
good condition, and number of subscrib- 
ers can be increased to 350 without ma- 
terial increase in cost. Good town and 
good surrounding territory. Purchase of 
this one probably help secure others 
near by of similar size or larger. Ad- 
dress 7042, care of TELEPHONY. 


FOR SALE—Magneto Exchange, fine 
condition. 313 stations, partly metallic. 
Sealed bids will be opened Dec. 19th. 
Call or write Manager, Farmers Tele- 
phone Co., Quimby, Iowa. 


FOR SALE— Used © switchboards, 
Monarch, Kellogg and Western Electric, 
50 to 300 capacity. Low price. Terms. 
G. Beech, 1513 Bever, Cedar Rapids, Ia. 














WANTED 


WANTED—Iowa Man wants short 
time jobs repairing switchboards. West- 
ern Red Ball drops for sale. Geo. Bish- 
ton, Box 645, Cedar Rapids, Iowa. 


POSITIONS WANTED 


WANTED—Position as bookkeeper. 
Three years’ experience with rural op- 
erating company of four thousand sub- 
seribers. Best of references. Address 
7040, care of TELEPHONY. 


WANTED—Position as trouble man; 
five years’ telephone experience. 
Graduate of the L. L. Cooke School of 
Electricity. Address Glen Smith, 
Quimby, Iowa. 
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ae 
JAY G. MITCHELL 


TELEPHONE ENGINEER 
Member A. I. E. E. 
Member W. S. E. 


1411 South Park Ave. Springfield, ill. 








Frank F. Fowle & Co. 


Electrical and Mechanical 
ENGINEERS 


Monadnock Building CHICAGO 








CONSULTING 
Telephone Engineer 


GARRISON BABCOCK 
1107 White Building 
SEATTLE ~ WASHINGTON 








JKOMMSTo, , nave Soe 


TELEPHONE to 








w. Cc. POLK 
CONSULTING TELEPHONE ENGINEER 


Plans, Estimates and Reports, 
Appraisal and Supervision 
Can arrange a moderate amount of financing 


Telephone Building Kansas City, Mo. 








W. H. CRUMB 


Telephone Engineer 
9 South Clinton St. Chicago 











Victor 


Telephone Cells 





J. G. WRAY & CO. 
Telephone Engineers 


Specialists in Appraisals, Rate Surveys, 
Financial Investigations, Organization, 
an@ Operation of Telephone Companies. 
J. @. Wray, Fellow A. I. E. EB. 
Cyrus G. Hill 


676 First National Bank Bidg., Chicago 


TELEPHONY 


Paul Miller of Sioux City, for $13,500. 
Mr. Miller also recently purchased the 
telephone exchange at Washta and took 
possession of both exchanges October 1. 

SANBORN, Minn.— The Sanborn Tele- 
phone Co. has been sold to George P. New- 
man of Forest City, lowa, who took pos- 
session December 1. At a meeting of the 
stockholders held some time ago it was 
unanimously decided to sell the plant at 
$8,000. 

Crinton, Mo. — The telephone ex- 
changes of Lowry City, Osceola, Collins, 
Humansville, Weaubleau and Flemington, 
with their present connecting lines, have 
been brought under one management. The 
new company has asked the state for a 
charter in the name of the Osage Valley 
Telephone Co. 

All stations and lines will connect with 
the Southwestern Bell Telephone Co. for 
long distance service. The new organiza- 
tion is composed of S. T. Neill and G. W. 
Schweer of Clinton; J. D. Bowlware of 
Humansville; B. E. Eoff of Warsaw and 
Albert Wright of Colecamp. 

Ozark, Mo.—W. L. Woody has sold his 
interests in the Christian County Tele- 
phone Co. to George G. Youngblood of 
Ripley, Okla., formerly of Republic, who 
plans to install a new system here. 

OKLAHOMA City, OKLa.—The Utilities 
Investment Co., of Salina, Kansas, which 
recently purchased the stock owned by C. 
B. Ford in the Kingfisher Telephone Co. 
and which operates a number of telephone 
plants in Kansas, has also purchased tele- 
phone exchanges at Garber, Lovell and 
Crescent in Oklahoma. H. J. Clark of 
Salina, is general manager of the ex- 
changes in Kansas and Oklahoma. 


TexHoMaA, Oxta.—Mrs. D. F. Vincent, 
who has been managing the Washita Tele- 
phone Exchange here, since the death of 
her husband, D. F. Vincent several months 
ago, has contracted to sell the property to 
the Nunn interests of Amarillo, Texas. 

New Bricuton, Pa.—The Beaver Coun- 
ty Telephone Co. has been bought by the 
Bell Telephone Co. of Pa. 


Beaurort, S. C.—The Inter-Mountain 
Telephone Co., Bristol, Tenn., it is re- 
ported, has purchased the Beaufort tele- 
phone exchange here. 

GREENEVILLE, TENN. — An_ important 
business deal was closed in Greeneville re- 
cently in which the properties of the 
Greeneville Independent Telephone Co. 
were sold to the Continental Telephone 
Co. of St. Paul, Minn. The entire plant, 
embracing Greeneville and a number of 
telephone lines in the surrounding coun- 
try, is involved in the deal. The new com- 
pany took control on November 1. 

Bryan, TExAS—Bryan Telephone Co., 
owned by J. Webb Howell, was sold re- 
cently to the Southwest Telephone Co. 
with headquarters at Little Rock, Ark., for 
an unannounced consideration. 

LEAGUE City, TExAs.—The League City 
Telephone Co., through its president, C. H. 
Anderson, and Secretary T. M. Young, has 
sold its telephones, wires and _ other 
equipment to the Texas Associated Tele- 
phone Co., according to a document filed 
in the county clerk’s office recently. 











B-B. & H. Cotton Duck Window Shades 
Adjustable or Stationary 
dust the thing for telephone offices 
Write for Catalog and Prices 
The B-B. & H. Shade Co. 
Edwardsville, tll. 
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CHAPMAN 


__| LIGHTNING ARRESTERS 
MADE BY 
MINNESOTA ELECTRIC CO 


MINNEAPOLIS, MINN. 
— el 
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Vol. 93. No. 23. 


We will sell your 


Telephone Directory 


ADVERTISING 


or will publish your directory complete 


L.M. BERRY & CO. °ono" 





ACCOUNTING! 


Specialization on Public Utility Account- 
ing Records and Audits enables us to 
best serve Telephone Companies. 


HERDRICH AND BOGGS 
Certified Public Accountants 
1014 Merchants Bank Bldg., Indianapolis, Ind. 











JAMES R. KEARNEY 
CORPORATION 
Solderless Service Connectors 
Certified Malleable Anchors 
Guy Wire Clips 
Cable Ring Saddles 


4229 Clayton Avenue St. Louis, Mo, 








GUSTAV HIRSCH 


Consulting Engineer 


In all branches of Telephone Engineering, 
Rate Cases, Appraisals, Financial 
Investigations, Inspections 
and Reports 


COLUMBUS - OHIO 








TELEPHONE ACCOUNTING 


“COFFEY SYSTEM” 


The Independent Standard 


Coffey System and Audit Co., C. P. A. 
607 Peoples Bank Bldg. Indianapolis, Ind. 
Exclusive Telephone Accountants 








Universal Insulators 


will support your drop wires to 
your entire satisfaction and at 
@ minimum cost. Are you a 
aser? Sample free on request 
Universal Speciaity Co. 


116 So. Seventh Street 
Terre Haute, Ind. 











DIRECTORIES 


We publish your Directories FREE of 

CHARGE and pay you from 3 to 10 

cents per name for your subscribers’ list 
Also Furnish stationery 


WESTERN ADV. CO. 


1284 GARFIELD AVE. TOPEKA, KAN. 





NAUGLE POLES 


Northern and Western Cedar 
Butt-treated or Plain 


NAUGLE POLE & TIE CO, 


59 East Madison St., Chicago 














5S Times Faster, 
“*Typewriters’’ Names, Ad- 
dresses and rates on bills 
500 to 1000 and hour. FREE 
TRIAL. Easy Terms. 


Adresse gfep' 


906 W. Van Buren St. Chicago,’ 











